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to fly a jet from an ad! 
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And there’s a lot about life insurance, too, that you pean By Age 65 ita 
can’t get across to the general public in an advertisement. Present | Insured Gets | Insured will | Insured can | Monthly In- | Amounting 
Age Protection | Have Paid | Then With- | comefor | by age 80 to 
It takes an experienced agent to spell out the benefits of of at Least draw in Cash*| — jite of a total of* 
(Male) In life of 
a policy to a client or prospect. That’s why we want all 


agents and brokers to have the detailed information on 30 $10,000¢ | $13,660 $22,245 $138.10 $24,858 
our Retirement Income policy. 35 10,000+ 14,304 21,380 132.80 23,904 

Under the saoied Eugiend Life eign: Income policy 40 10,000 14,970 20,355 126.40 22,752 
the difference in outlay in the policyholder’s favor could 
be anywhere from several hundred to well over a thou- 
sand dollars—as against Pp olicies of other eed anies which *Includes dividends which are neither estimates nor guarantees, but are based on 
require a larger accumulation to provide the same income. the 1957 dividend scale of the Company. Terminal dividends illustrated on our 1957 


dividend scale are included. Such dividends are payable upon maturity or surrender 


This illustration shows how the New England Life for cash (not for reduced paid-up or extended insurance) after the policy has been 
in force at least 15 years. They are also payable if the cash value or maturity value 


$10,000 retire-at-age-65 policy adds up. The dividends is used to provide an income as in the illustration above. 

i in- Here, the i ed gets th h value if it’ ter. F i Li hased 
have been left to accumulate at interest. The monthly in- | te ngewe cone ee gee mc 
come is payable for life and in any event for 120 months. 
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fiinedis Wilee xa Tliow 
But What a Wallop!!! 


So does the telephone look like a toy. 


But try to do without it. 


Sound Slide-film is the mightiest sales tool 
ever conceived. 


Proved for seventeen years. 
Now life insurance is going for it in a big way. 
Do you want to know about it? 


O. J. McCLURE TALKING PICTURES 


1115 West Washington Boulevard 
CHICAGO 7 ILLINOIS 
CAnal 6-4914 
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We will welcome your inquiry concerning Direct Cont 





Arrangements. 
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WOWASSESSABLE Vice-President 





“Dependable Accident, Sickness, and Hospital Insurance Since 1910” 

















HOME OF 


(onfident 


Living 


package exclusives . . . Junior Estate builder .. . 


Complete portfolio of Life and S&A... outstanding | 
. $10-per-thousand Disability 


automatic Waiver . . 


Income ... Non Cancellable S&A (to 65)... 
comprehensive mass coverages . . . progressive mer- 
chandising . . . professional training . . . exclusive 
performance bonus. Ask for Confident Living bro- 
chure ““BO-321”’. 






HOME OFFICE 
MINNEAPOLIS, 
MINNESOTA 





NORTH AMERICAN Fife and Casualty Zampany 


H. P. Skoglund—President « J. E. Scholefield, CLU—Vice President, Director of Agencies 


@ @ @ @ OVER HALF A BILLION OF LIFE INSURANCE IN FORCE @© @© @ @ 










THE 
WINNER! 


In highly competitive cases 
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ESTATE 
BUILDER 


$25,000 MINIMUM 
@ Low going in premium 
@ Low net cost 
@ Issued substandard 


MUTUAL TRUST 


LIFE INSURANCE CO. 
135 S. La Salle St., Chicago, Ill. 
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Wood Unveils Plan 
to Elicit Names of 
NALU Candidates 


Each Nominating Committee 
Member to Be Responsible 
for a Group of States 


To obtain the largest possible num- 
per of well-qualified candidates from 
which the NALU 
nominating com- 
mittee can pick 
its slate, the com- 
mittee has dis- 
closed a new pro- 
cedure to be used 
in eliciting recom- 





mendations from 
local and _é state 
associations. 

An innovation 


is that each mem- 
ber of the 5-man 
nominating com- 
mittee will be responsible for de- 
veloping trustee candidates from a 
group of states in his area, according 
to R. Edwin Wood, Phoenix Mutual, 
San Francisco, committee chairman. 
Fortunately, said Mr. Wood, the nomi- 
nating committee chosen last year at 
Washington is almost ideally distrib- 
uted geographically. 





R. Edwin Wood 


The committee will shortly mail to 
each association, through its national 
committeeman, a “recommendation for 
nomination” form. It is expected that 
the leadership of each association will 
collaborate on the selection of its one 
best candidate for NALU trustee, 


whom the association will recommend. . 


This form is to be returned to Chair- 
man Wood. As soon as possible, reso- 
lutions of endorsement of the candi- 
date frem both the local and state 
associations should be filed with each 
member of the nominating committee. 

Mr. Wood urged the cooperation of 
all association “‘wheelhorses” in build- 
ing a top-notch slate of trustee candi- 
dates. 

“We have a very hard-working 
nominating committee,” he said. “If 
the committee’s efforts are to pay off, 
however, we must have the coopera- 
tion of every last association leader 
in getting us trustee candidate raw 
material. The proposed candidate 
should have held office at both the 
local and state association level and 
have a devoted dedication to the solu- 
tion of the many problems facing our 
business.” 

The names and addresses of the 
committee members and the areas of 
their specific responsibilities are: 

Thomas B. McGlinn, Mutual Benefit 
Life, 880 S. W. First street, Miami— 
Alabama, District of Columbia, Flori- 
da, Georgia, Maryland, Mississippi, 
North Carolina, South Carolina, Ten- 
hessee, Virginia. 

O. P. Schnabel, Jefferson Standard 
Life. 444 South Main street, San 
Antonio—Arkansas, Colorado, Iowa, 

(CONTINUED ON PAGE 20) 


General of Seattle 
Enters Life Field With 
$5 Million Company 


Directors of General America Corp., 
the holding company for General of 
Seattle group, have authorized the for- 
mation of a new life company which 
will be called General Life of America 
and start out with a capitalization of 
$5 million, allocated $2 million to cap- 
ital stock and $3 million to surplus. 

This will be the fifth life company 
formed as a running mate to big prop- 
erty insurance companies in the last 
19 months and the first such forma- 
tion in 1957. In 1955 Security of New 
Haven organized Security-Connecticut 
Life. In 1956 American Surety, North 
America, and United Pacific entered 
the life field with separate companies. 

Tentative plans call for General Life 
business to begin July 1. The company 
will be active in all states and all 
provinces of Canada. Initially it will 
concentrate on the ordinary forms of 
life insurance to which will be added 
certain package policies, incorporating 





Hartford Fire is petitioning the Con- 
necticut assembly to increase author- 
ized capital of Hartford Life from $10 
million to $20 million. Hartford Life’s 
charter is inactive. Travelers is offer- 
ing a bill to continue the charter of 
Travelers Life and to permit Travelers 
Ins. Co. to own stock in it. The char- 
ter for Travelers Life originally was 
granted four years ago. Immediate or- 
ganization of the life company is not 
planned. 





what is described as “unique features.” 
It is contemplated that General Life 
will enter the disability and group 
fields at a later date. 

The division offices of General of 
Seattle are located in New York, St. 


Louis, Atlanta, Los Angeles, Dallas, 
(CONTINUED ON PAGE 20) 
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Four Commissioners High Court Says VA 


Named in Midwest 


Insurance commissioners of four 
midwest states were appointed this 
week. The states involved are Illinois, 
Indiana, Iowa and Ohio, and the com- 
missioners are: 


Gerber in Illinois 


Joseph S. Gerber, an attorney’ with 
the Chicago law firm of Jonas & Jonas, 





Joseph S. Gerber, new insurance di- 
rector of Illinois, said he already is 
reviewing more than 100 pending ap- 
plications of out of state companies for 
authorization to operate in Illinois, 
promising that “out of state companies 
will not have to hire lawyers to get a 
license in Illinois.” Mr. Gerber’s pre- 
decessor, Justin McCarthy, had been 
criticized by some out of state com- 
panies who said they could not get 
action on their applications until they 
paid big legal fees to Chicago attorney 
George F. Barrett, former Illinois at- 
torney general and political sponsor of 
McCarthy. Mr. Gerber said he would 
like to add to his staff of 25 exam- 
iners to handle the work load. 





has been appointed Illinois director of 
insurance to succeed Justin T. Mc- 
Carthy, resigned. 

Mr. Gerber has for several years 
been counsel for Insurance Brokers 
Assn. of Illinois. He was with the IIli- 
nois department during the adminis- 
tration of Gov. Green, when the di- 
rectors were Paul Jones and Nellis 
Parkinson. His duties were confined 
mostly to Chicago, where he was, 
among other things, in charge of li- 
cense examinations. 

Mr. Gerber has been an officer un- 
til recently of two Chicago mutual in- 
surers, Mercury Mutual and Capitol 
Casualty Mutual. He and others took 
over the charter of Mercury Mutual 
in the fall of 1955, Mr. Gerber becom- 

(CONTINUED ON PAGE 19) 








Late News Bulletins... 








Seek Return of $26 Million DBL Reserves 


ALBANY—Efforts to force insurers to give back reserves totaling some 
$26 million they have built up against payments to unemployed disabled 
workers under the state disability benefits law are being renewed by an 
organization representing some 125,000 employes and employers. They failed 
in a court case and are now trying to obtain legislation that will change the 
requirement that insurers must accumulate such funds. The insurers regard 
the premiums out of which the reserves were built up as being fully earned 
and hence resisted having to return any portion of them. The employers and 
employes involved have set up an organization called Temporary Conference 
for Return of Excessive Disability Reserves. 


FTC May Cite No More Till Courts Decide 
WASHINGTON—Some Federal Trade Commission officials indicated that 
no new A&S complaints would be issued by FTC until those already issued got 
through the courts or appeal by the commission to enforce its orders. They 
concede it will take several years for litigation growing out of FTC A&S com- 
plaints to go through the courts. A number of companies have challenged 
FTC’s jurisdiction under the McCarran and FTC acts and these issues for the 


most part remain to be tried. 


Since in most of the FTC A&S cases there is a different set of facts, unless 
the courts can come up with a general ruling that will clarify the situation, 
the outlook is for prolonged litigation involving a number of cases. 

State enforcement of insurance laws and regulations is the answer, in the 

: (CONTINUED ON PAGE 19) 





Erred in Recouping 


Premium Advances 


Upholds Agents’ View that 
1940 Relief Act Liability 
Couldn't Exceed Cash Value 


W ASHINGTON—tThe Supreme 
Court has erased one of the most un- 
just and exasperating slurs that life 
companies or their agents have ever 
had to contend with—the accusation 
of having misled prospective service- 
men into thinking they could get their 
premiums paid under the 1940 Sol- 
diers and Sailors Civil Relief Act with- 
out incurring any liability beyond their 
policies’ cash value. 

The Court decided Monday, by a 6-3 
vote, that servicemen who made use of 
the 1940 act owed nothing beyond the 
cash value of their policies and that 
the Veterans Administration was 
wrong in trying to collect the differ- 
ence, either directly or by holding out 
on National Service Life Insurance 
dividends. 


Holding out dividends was the usual 
course. Not until the payment of the 
special dividend on NSLI about eight 
years ago did the Veterans Adminis- 
tration make any serious effort to col- 
lect amounts it contended were due 
for premiums advanced in excess of 
policy cash values. The action aroused 
widespread resentment among the 
mulcted veterans and their friends. 
Though the agents who sold the insur- 
ance, like the men who bought it, had 
every reason to believe there would be 
no liability if premiums advanced ex- 
ceeded cash values, many unjustly 
blamed agents for having sold the cov- 
erage. The situation did the business 
no good from a public relations stand- 
point. 

From the beginning, life companies 
having such cases have taken an in- 
terest in getting the injustice rectified. 
There have been a number of cases, 
some won by the government: and 
some by veterans. The case decided by 
the Supreme Court Monday is Plesha 
et al. vs United States. 

Incidentally, Associated Press stories 
on the decision, at least those pub- 
lished in the east, gave the impression 
that the Relief Act of 1940 applied to 
all veterans whose cash values were 
insufficient to equal the money ad- 
vanced by the government to keep 
their commercial insurance in force. 
However, the decision applies only to 
policies for which protection had been 
applied for prior to the effective date 
of the 1942 amendments, which went 
into effect in October of that year. 

The 1942 amendments stated that 
any advances not covered by the cash 
value would have to be repaid to the 
government. But the Veterans Admin- 
istration later took the position that 
the 1942 provision for repayment had 
been in the earlier law also. 

The Veterans Administration stuck 
to this position in spite of replies it 

(CONTINUED ON PAGE 20) 
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Appoint 1957 LIAMA 
Committee Chairmen 


William B. Stannard, vice-president 
in charge of agencies of Occidental of 
California, as president of LIAMA, has 
named these committee chairmen for 
1957: 

Annual meeting, E. A. Frerichs, 
Security Mutual of Nebraska. 

Associate member companies, K. G. 
McNab, Manufacturers Life. 

Audit, Stanton G. Hale, Mutual of 
New York. 

Canadian companies, 
London Life. 

Compensation, Willard H. Griffin, 
Northwestern Mutual. 

Cooperation with other organiza- 
tions, Marvin E. Lewis, Bankers Life 
of Iowa. 

Education and training, chairman, 
Horace R. Smith, Connecticut Mutual; 
vice-chairman, Karl H. Kreder, Metro- 
politan Life. 

Membership, Ford Munnerlyn, Am- 
erican General. 

Nominating, John W. Sayler, Busi- 
ness Men’s Assurance. 

Public relations chairman, Fred S. 
Sibley, Columbian National;  vice- 
chairman, John D. Brundage, Bankers 
National. 

Quality business, chairman, Willis J. 
Milner Jr., Life of Virginia; vice-chair- 
men, Lawrence J. Doolin, Fidelity Mu- 
tual, C. C. Johnson, London Life. 

Relations with universities, chair- 
man, Ben F. Hadley, Columbus Mu- 
tual; vice-chairman, Robert P. Stie- 
glitz, New York Life. 

Research advisory: executive com- 
mittee chairman, Charles H. Schaaff, 
Massachusetts Mutual; technical com- 
mitte chairman, Brent N. Baxter, Pru- 
dential. 

Four committees elect chairmen at 
their spring conferences. Serving un- 
til the 1957 spring meeting are: 

Accident and sickness, Harland L. 
Knight, Paul Revere. 

Agency management conference, 
William R. Davis III, Commonwealth. 


H. I. Weir, 


Agency officers round table, Mr. 


Schaaff. 

Combinations companies, R. E. Fort 
Jr., National Life & Accident. 

Chairmen of joint committees with 
other associations include: 

Advisory council on life underwriter 
education and training, Elmer L. Ni- 
cholson, Connecticut General. 

Agency management training advis- 
ory, Ward Phelps, National Life of 
Vermont. 

Bank premium payment plans, Rob- 
ert J. Taylor, United Benefit. 

Life Underwriter Training Council, 
Frank B. Maher, John Hancock. 

Chairmen of board committees are: 
Finance, Mr. Hale; ways and means, 
Eber M. Spence, American United. 





National Underwriter 
Buys New England 
Insurance Directory 


The National Underwriter Company 
announced this week the purchase of 
the Standard Insurance Directory of 
New England, which for 80 years has 
been published by Standard Publish- 
ing Co. of Boston. 

Acquisition of the New England Di- 
rectory brings to 35 states (and the 
District of Columbia) for which The 
National Underwriter Company pub- 
lishes underwriters’ hand-books. 

The 1956 edition of the New Eng- 
land Directory has just been issued by 
Standard Publishing Co., and Standard 
Publishing will sell and distribute that 
edition. Succeeding issues will be pub- 
lished by The National Underwriter 
Co. 

Standard Publishing Co. will con- 
tinue to publish The Standard, the 
weekly magazine of New England in- 
surance. 





Insurer to Build at Indianapolis 

Lincoln National Life will build a 
two-story office building at 2021 North 
Meridian street, Indianapolis, to be 
completed about the end of this year. 
Lloyd S. Wright is general agent at 
Indianapolis. 
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Lincoln National 
Buys Control of 
Dominion Life 


A majority interest in Dominion Life 
has been purchased by Lincoln Na- 
tional Life, with Dominion continuing 
as an independent Canadian insurer. 

In securing control, Lincoln Nation- 
al paid Dominion’s principal stockhold- 
ers $1,975 a share and is extending the 
same price offer to the remaining 
shareholders. Altogether there are 
400,000 shares of Dominion stock. 

“While this offer to the remaining 
shareholders is being made with the 
objective of giving an equal oppor- 
tunity to all shareholders, it is our 
hope and expectation that many 
shareholders will elect to retain their 
financial interest in the company so 
that there will be continued owner- 
ship by Canadians of capital stock of 
the company,” Walter O. Menge, pres- 
ident of Lincoln National, said. 

In a letter to Dominion Life per- 
sonnel, Mr. Menge said: “This invest- 
ment is being made by the Lincoln 
National because of its conviction that 
Canada is on the threshold of a new 
era of development and expansion, 
and that the life insurance business 
will have a comparable development, 
keeping pace with this expanding Ca- 
nadian economy.” 

Alfred S. Upton, vice-president and 
managing director, will continue to 
operate Dominion Life. Fundamental 
changes in company policy with re- 
spect to its operations are not con- 
templated, Mr. Menge said. 

Dominion Life, which began opera- 
tions in 1889, now has more than $700 
million in force and ranks 11th among 
Canadian companies in that respect. 
Last year the company’s new paid 
business amounted to more than $92 
million and assets totaled more than 
$153 million. 


FTC Bars Federal L.&C. 
from Advertising A&S 
Without Listing Limits 


Examiner Hier of Federal Trade 
Commission has issued an order pro- 
hibiting Federal Life & Casualty of 
Battle Creek from advertising broad 
general A&S coverage without dis- 
closing the limiting provisions in its 
policies. The order, not a final deci- 
sion, may be appealed, stayed or 
docketed for review. 

The order bars the company from 
representing that a policy may be con- 
tinued indefinitely hy insured on pay- 
ment of premiums unless there is 
full disclosure of other provisions and 
conditions of termination. The com- 
pany also is prohibited from repre- 
senting that it requires no medical 
examination unless it actually insures 
a person without regard to his phys- 
ical condition either before or after 
the policy is issued. 

The company argued that the com- 
plained-of advertising had been aban- 


doned and would not be resumed. Ex.) 
aminer Hier, denying this as ground 
for dismissal, said the public interes! 
is immortal, while the company is not) 
and competition is keen. The company’ 
still contends that FTC lacks juris.” 
diction and that the advertising is ng 
misrepresentative, he said. ‘ 


FTC Calls PL 15 No 
Bar to Control of 


Interstate Actions 


CINCINNATI—Congress did not in. 
tend that the states, by mere enact.) 
ment of local regulatory laws, could 
divest the Federal Trade Commission 
of its jurisdiction over the business of 
insurance conducted in interstate com. 
merce, according to the FTC brief fileq 
in the Federal Court of Appeals here 
in answer to the jurisdiction issue 
raised by National Casualty in the 
pending court action here. 

“To the contrary,” the brief states, 
“as shown by the committee reports of 
both houses of Congress, it was the 
purpose of Congress ‘to secure ade- 
quate regulation and control of the 
insurance business.’ ” 

At another point the brief states: 

“Our position is that Congress in 
passing the McCarran act—far from 
intending to confer upon the states 
the power to divest the Commission 
of its interstate jurisdiction by the 
mere enactment of local laws—intend- 
ed only to authorize the states to ex- 
ercise their police power in the same 
manner they had exercised it when 
the business of insurance was not con- 
sidered to be commerce. In other 
words, the states were authorized to 
regulate the intrastate aspects of the 
insurance business, even though state 
regulation might substantially affect 
and burden interstate commerce in 
insurance. 

“But, as the Commission held, Con- 
gress had no intention of leaving the 
interstate business of insurance un- 
regulated. Instead, its purpose was to 
preserve fully the applicability of the 
Federal Trade Commission Act to that 
business after the expiration of the 
moratorium.” 








New Chicago Insurance 


Phone Directory Printed 


The 1957 edition of the Chicago 
Insurance Telephone Directory has 
been published by the National Un- 
derwriter Company. 

The new 210-page directory di- 
vides the insurance listings between 
offices in the Insurance Exchange 
building and other offices in the 
city. There is a classified section 
listing a wide number and variety 
of insurance service organizations 
and individuals. 

The directory lists individuals by 
their company affiliation, address 
and telephone number. 

It can be obtained from the Na- 
tional Underwriter at 175 West 
Jackson boulevard, Chicago, for $1 
plus 25 cents for shipping charges. 




















SHOW 1956 INSURANCE RESULTS 


1956 


New Life 
Ins. Bus. 


$ 
151,997,769 
. 115,949,183 
224,111,356 
. 183,419,845 225,538,694? 110,791,186 





Equitable Life 
Fidelity Mutual Life 
Jefferson Standarl Life 
Northwestern National Life . 
Pacific Mutual Life 
Security L. & T. 

Union Central Lif 











New business figures include the following amounts of revivals and incre. 
respectively: 1$978,262, $938,677. Includes U. S. Civil Service Comm. 


299,180,494 


1955 
Life Ins. 
Increase in 
In Force 


1955 1956 
New Life Life Ins. 
Increase in 
Ins. Bus. 


In Force 
$ 
141,292,535 63,549,082 


127,003,534 
170,740,011 
900 295,100,000 
85,470,560 154,658,661 
229,082, 204,865,700 
ases for 1956 and 1955 
$54,029,300. 
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LIFE INSURANCE EDITION 











“lo other company 
could do for me 


what Froukbin has” 


Mr. Ed Kaluza, General Agent 
Franklin Life Insurance Company 
Chicago, Illinois 


Dear Ed: 

For exactly 540 days I have been a member of the Franklin Life 
family. During that time I have totaled 542 sales. If, years ago, I 
had been told that I would be averaging a sale a day, and doing less 
work to accomplish it, I would have said, “Impossible!” As you 
know I was with a large debit company for over four years and 
enjoyed moderate prosperity. I thought I was much better off than 
most people. Now I realize that until I came to Franklin, I had 
neither real opportunity, prosperity, nor happiness. 

Looking back, I feel that God has blessed me and my family, far 
beyond my deserts. Married just out of high school, I was for 
three years a truck driver. Then I “promoted” myself to a debit, 
where I remained until the lucky day that I met you. I shall be 
forever grateful to you. 

The magic of our PPIP, JISP, Home Protector, GLA, and other 
exclusives is evident in the fact that I have been able to sell them 
at the rate of over one a day, yet never have used “pressure.” I 
have over 600 prospects, referred by happy and satisfied policy- 
owners. Cash earnings to date are well over $14,000 and by year | 
end should easily reach $18,000—in my first full year! | 

i 


ANDREW VANDER ZWAAG 


November 19, 1956 
Lansing, Illinois 


Our unique merchandise and selling methods give me more time 

with my family than I ever had before, Renewals are accumulating 

at interest with the company—since I don’t need them. I have 
$15,000 of free group insurance, and $5,000 of contributory group, 
hospitalization and medical coverage. It all adds up to more 
happiness and security than I ever dreamed of having. Yet my only | 
investment is time. Surely, no other cornpany could do for me i 
what Franklin has done in the past year. | 
Most sincerely, | 
Andrew Vander Zwaag 
| 


An agent cannot long travel at a faster gait than the company he represents! 














x Lhe Friendly | 
jae IKILEN ILE comeany 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Three Hundred Million Dollars of Insurance in Force 











° 


FeNATIONAL UNDERWRITER 





January 18, 1957 





413 Qualify for ‘57 MDRT 
by Dec. 31, Increase of 54 


The first list of qualifiers for the 
1957 Million Dollar Round Table 
shows that 413 members had quali- 
fied through Dec. 31. This is 54 more 
than had qualified at the end of 1955, 
according to Chairman Howard D. 
Goldman of Richmond, Northwestern 
Mutual Life’s general agent for 
Virginia. 

The life and qualifying, repeating, 
category accounted for nearly half the 
year-end total, with an even 200, as 
against 158 a year earlier. There are 
67 life members, three more than on 
Dec. 31, 1955. Life and qualifying, first 
time, accounted for 56 members, an 
increase of 12, while the qualifying, 
repeating, category numbers 62, as 
against 57 a year earlier. First-time 
qualifiers through Dec. 31 were 28, as 
compared with 36 a year earlier. 

Following is the complete list of 
qualifiers through Dec. 31, divided 
into the five MDRT categories: 


Life & Qualifying, Repeating 

J. Miles Abell, Southwestern Life, Houston; 
David W. Ashley, Northwestern National, 
Fort Worth; Paul Audet, Prudential of Eng- 
land, Quebec; D. M. Austin, -New York Life, 
Enid, Okla.; Sig H. Badt, Southwestern Life, 
Dallas; Meyer L. Balser, Massachusetts Mutu- 
al, Atlanta; Sam Baum, Guardian Life, Den- 
ver; Donald Beaton, Canada Life, Toronto; 
Kenneth R. Bentley, Mutual Benefit Life, 
Danville, Ill.; A. Harold Bickerstaff, London 
Life, Toronto; Philip V. Birmingham, Phoenix 
Mutual, St. Paul; Jean Black, Connecticut 
General, Indianapolis; Seymour Block, Mutu- 
al Benefit Life, New York City; Franklin W. 
Bowen, Northwestern Mutual, Charleston, W. 
Va.; Richard G. Bowers, New York Life, Keo- 
kuk Ia.; Fred Brand Jr., Connecticut Mutual, 
Pittsburgh; Charles S. Bray, Victory Life, To- 
peka; Frank J. Brennan, Prudential, Akron; 
Howard R. Brewster, New England Life, Prov- 
idence; Iram H. Brewster, Phoenix Mutual, 
Pittsburgh; John E. Bromley, Massachusetts 
Mutual, Battle Creek; Roland J. Burson, Mas- 
sachusetts Mutual, Rochester, N.Y.; Gordon H. 
Campbell, Aetna, Little Rock; Richard W. 
Campbell, Fidelity Mutual, Altoona, Pa.; Nich- 
olas G. Caputi, Fidelity Mutual, Providence. 

Robert E. Castelo, Northwestern Mutual, 
Champaign, Ill.; Walter R. Cavanaugh, North 
American Life of Canada, Detroit; Harold M. 


Charlap, Sun Life of Canada, Philadelphia; 
John Christopher, New York Life, Chicago; 
Warren F. Coe, Penn Mutual, Oshkosh, Wis.; 
Ithiel A. Cohen, Lincoln National, Pittsburgh; 
Roger J. Conant, Northwestern National, 
Houston; Harold M. Covert Jr., Mutual Bene- 
fit Life, Allentown, Pa.; Norman Cowan, Im- 
perial Life, Toronto; Michael P. Coyle, Phoe- 
nix Mutual, New York City; Clarence E. P. 
Crauer, Northwestern Mutual, Poughkeepsie, 
N.Y.; Leonard S. Dahlman, Prudential, New 
Orleans; Robert A. Davies, New York Life, 
San Francisco; C. W. Davis, Southwestern 
Life, McAllen, Tex.; Joe W. Davis, Volunteer 
State Life, Chattanooga; Victor Deitch, Sun 
Life of Canada, Indianapolis; Joseph N. Des- 
mon, Continental Assurance, Buffalo; R. Brad- 
dock Dinsmore, Provident Mutual, Princeton, 
N.J.; David A. Donaldson, London Life, Tor- 
onto; Paul H. Dunnavan, Canada Life, Minne- 
apolis; E. Floyd DuPree, Provident Life & Ac- 
cident, Greenville, S.C.; J. Milton Edelstein, 
Connecticut Mutual, Chicago; Cleo F. Ed- 
wards, Central Life of Iowa, Cedar Rapids, Ia.; 
Sol Eisen, Canada Life, Toronto; Andrew J. 
Elder, London Life, Toronto. 

Stanford R. Espedal, United Services Life, 
Honolulu; Herbert T. Etheridge Jr.; South- 
western Life, El Paso; Ray K. Farris, New 
York Life, San Jose; J. Edward Fein, New York 
Life, Chicago; Francis T. Fenn Jr., National 
Life, of Vermont, Hartford; Thomas A. Ferns, 
Equitable Society, Akron, Tom Flournoy Jr.; 
New York Life, Macon, Ga.; Leopold V. 
Freudberg, Massachusetts Mutual, Washington, 
D.C.; Herbert V. Friedman, Massachusetts 
Mutual, New York City; Clyde H. Fuller, 
Northwestern Mutual, Milwaukee; Richard G. 
Fuller, Southwestern Life, Dallas; George M. 
Galt, Massachusetts Mutual, Pittsfield, Mass.; 
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THE A B C PLAN 


THE 


Again, the Lincoln National man has 
a new plan in his sales kit. This time 
it’s a pre-authorized check plan—the 
ABC Plan. 

This Automatic Bank Check Plan 
appeals to clients and agents alike 
because it’s convenient and inexpen- 
sive, and it minimizes the chance of 
lapse through oversight. 

Lincoln National’s ABC Plan is an- 
other reason for our proud claim that 
LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 
Its Name Indicates Its Character 
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Avery D. Gentle, New York Life, Ithaca, N.Y, 


Adolph E. Gillman, Northwestern Mutual, Baj.) 
timore; Russel G. Gohn, Philadelphia Life” 


York, Pa.; Howard D. Goldman, Northwester 


Mutual, Richmond; Aaron B. Goldstein, Met. ; 
ropolitan, South Boston; Maurice Goldstein,” 
New England Mutual, Charleston, S.C.; Pay!” 


Goodman, New York Life, Los Angeles; She} 


ley S. Goren, Mutual of New York, New York! 
City; Nyal C. Grady, New York Life, Spokane; | 
Lloyd A. Groth, Penn Mutual, Bethlehem, Pa; | 
Mrs. Ethel E. Gwinn, Independent, River For. | 


est, Ill.; Albert L. Hallenberg Jr., Lincoln Na. 


tional, Louisville; John M. Hammer, State) 


Mutual, Tampa. 

Lusk G. Hardy, Imperial Life, Toronto; H,J. 
Harris, Great-West, Ottawa; Joseph D. Heard, 
Pilot Life, Louisville; Samuel S. Herman, 
Connecticut Mutual, Chicago; Mark B. Higgins, 
Equitable Society, Pittsburgh; Frederic C. Hi. 
rons, Union Central, Cincinnati; Warren J, 
Hopwood Jr., Great-West, Winnipeg; Russel] 
W. Huether, Franklin Life, St. Louis; Rodney 
Hull, Mutual of Canada, Toronto; M. Hersche] 
Ingram, Southwestern, Dallas; Jack Isaacson, 
Metropolitan, Chicago; Frank M. Jones, inde. 
pendent, Birmingham; Josef E. Josephs, New 
York Life, Charlotte, N.C.; Isaac M. Kanarish, 
New York Life, Chicago; Richard J. Katz, 
Massachusetts Mutual, Rochester, N.Y.; Nate 
Kaufman, Indianapolis Life, Shelbyville, Ind, 
Herbert V. Kibrick, New York Life, Boston; 
Leonard C. Kiesling, Continental American, 
Wilmington, Del.; Edward T. Kirtz, Connecti- 
cut Mutual, Cleveland; Donald K. Kissinger, 
Massachusetts Mutual, Decatur, Ill.; Fred £, 
Kramer, Ohio National, Erie, Pa.; Paul E. La- 
chance, Prudential of England, Quebec; Morris 
Landwirth, Massachusetts Mutual, Peoria, IIL; 
Walker Laramore, Penn Mutual, Miami; Wil- 
liam T. Larsen, Mutual Benefit Life, Newark. 

Robert A. Lauer, Northwestern Mutual, Cin. 
cinnati; Andrew P. Lee, Union Mutual, New 
York City; Stanley S. Leeds, Equitable Soci- 
ety, Beverly Hills; Frederick D. Leete Jr, 
Northwestern Mutual, Indianapolis; Madison 
M. Letts, New York Life, Leavenworth, Kan; 
Robert W. Leu, Massachusetts Mutual, Peoria, 
Tll.; Bernard C. Lewis, Prudential, Newark; 
Edwin M. Lillis, Northwestern Mutual, Erie, 
Pa.; Maurice Linder, Travelers, New York 
City; James H. Lipscomb, New England Life, 
Jacksonville, Fla.; Milton A. Lowenberg, 
Aetna, New York City; Harry A. McColl, 
New York Life, Colorado Springs; Tom Mc- 
Creary, New York Life, San Francisco; Rus- 
sell W. McDermott, Standard Life of Indiana, 
Indianapolis; Louis C. McGann, National 
Guardian, Madison, Wis.; James L. McGookey, 
New York Life, Castalia, O.; John J, McKenna, 
New York Life, Butte; Lantz L. Mackey, 
independent, Detroit; Henry L. Maltenfort, 
Northwestern Mutual, Chicago; David Marks 
Jr., New England Life, New York City; Edwin 
O. Martin, Provident Life & Accident, Chat- 
tanooga; David Marx Jr., Massachusetts Mu- 
tual, Atlanta; R. Clint Meadows, National Life 
of Vermont, Binghamton, N. Y.; C. Harrison 
Meyer, Massachusetts Mutual, New York City; 
William B.i Monroe, Union Central, New Or- 
leans. 

J. Renwick Montgomery, Phoenix Mutual, 
Philadelphia; Charles Moore, ‘Connecticut Mu- 
tual, Memphis; Leonard Mordecai, Northwest- 
ern Mutual, Boston; Franklin A. Morse, North- 
western Mutual, South Bend; Mark C. Muller, 
Phoenix Mutual, New York City; Howard L. 
Mullins, New York Life, Albuquerque; Leroy 
C. Mumme, Jefferson Standard, San Antonio; 
Stanley N. Murphy, Penn Mutual, Jackson, 
Miss.; Stanley Newhouse, Massachusetts Mu- 
tual, New York City; Donald C. Newton, 
Connecticut Mutual, Syracuse, N. Y.; Harold 
S. Norman, Provident Life & Accident, De- 
troit; Albert M. Palmer, Massachusetts Mu- 
tual, Miami; Arnold L. Panella, Penn Mutual, 
Daly City, Cal.; Clarence E. Pejeau, Massa- 
cusetts Mutual, Cleveland; W. Henry Pendell, 
Penn Mutual, Saginaw, Mich.; Harry S. Peril, 
New York Life, Harrisburg; 4. V. Pritchartt, 
Connecticut Mutual, Memphis; Henrikas Ra- 
binavicius, New England Life, New York 
City; Bernardine B. Rekus, New York Life, 
Chicago; Howard J. Richard, New York Life, 
Boston; Bert G. Ripley, Southwestern, Wichita 
Falls, Tex.; E. Price Ripley, National of 
Vermont, Roanoke, Va.; Marvin R. Robbins, 
Mutual of New York, Rocky Mount, N. C.; 
Winston H. Robbins, Equitable of Iowa, La- 
fayette, Ind.; Harry M. Roberts, Southwestern, 
Dallas. 

Lester A. Rosen, Union Central, Memphis; 
William Rosenfeld, Lincoln National, Green- 
ville, S. C.; Edward W. Rosenheim, Penn Mu- 
tual, Chicago; Charles T. Rothermel Jr., John 
Hancock, Chicago; Fred R. Sale, General 
American, St. Louis; Arthur I. Sandberg, 
Connecticut Mutual, Chicago; John B. Sand- 
ers, Franklin Life, Lake Charles, La.; W. 
Franklin Scarborough, New England Life, Rid- 
ley Park, Pa.; Karl H. Schmidt, National Life 
of Vermont, Akron; Sherman O. Schumacher, 
Provident Mutual, Akron; Charles E. Seay, 
Southwestern, Dallas; C. Milton Sherman, 
Connecticut Mutual, Toledo; Johnny S. Sierra, 
Great Southern, Dallas; Charles N. Siewers, 
Security Life & Trust, Winston-Salem, N. C.; 
Roy D. Simon, Penn Mutual, Chicago; Solo- 
mon Smith, Northwestern Mutual, Boston; 


L. A. Spencer, Equitable Society, Youngstown, 

O.; William L. Spencer, Equitable Society, 

Youngstown, O.; Frankland F. Stafford, State 
(CONTINUED ON PAGE 14) 
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Fla. Accuses Agent of 
Two Cases of Twisting; 
Sets Jan. 24 Hearing 


Wilbur C. Brewer of Coral Gables 
has been accused of twisting in vi- 
olation of a Florida statute and its 
code of ethics, and has been ordered 
to appear Jan. 24 before a deputy 
commissioner at Miami to show cause 
why his agent’s license should not be 
revoked. 

After an investigation, Commission- 
er Larson charged that last June Mr. 
Brewer, then an agent of Jackson Life, 
induced Dr. John M. Koval of Miami 
to lapse a New York Life policy and 
take out a Jackson Life policy, to the 
financial detriment of the policyhold- 
er, for the purpose of replacing the 
existing contract with another. 

The commissioner also charged that 
in December, 1955, Mr. Brewer in- 
duced Dr. Robert V. Edwards of Mi- 
ami to surrender a $25,000 life policy 
with family income issued by Frank- 
lin Life, to the financial detriment of 
the policyholder, and take out a $875 
paid-up policy with that company and 
then take out a $75,000 policy without 
family income from Jackson Life. 





Needs of Future 
Demand Constant 


Managerial Hunt 
In view of the recent prognostica- 
tions, coast-to-coast, regarding the 


tremendous possibilities for growth in 
the life business during the next sev- 
eral years, it has become essential, in 
the opinion of Paul O. Klein, field vice- 
president of the New York Life at 
San Francisco, that general agents and 
managers of all companies develop, 
from within their own agencies if pos- 
sible, new manpower with managerial 
qualifications. He said it was definite- 
ly “essential to progress” that present 
agency managers develop assistants to 
develop adequately the agencies and 
properly control the manpower prob- 
lem that the future has indicated to 
be so necessary. 

One man, he said, cannot run a big 
agency alone, in the face of the new- 
er coverages, pension trusts and other 
complicated progiams and no one man 
can do better than comprehend the 
problem the future must meet. 

The general agent or manager, he 
suggested, must consider that he is 
choosing an assistant when signing 
up a new agent and have a standard 
of qualifications including leadership 
and he must be on the lookout for 
“success traits” in the man he is con- 
sidering; and that there must be men 
constantly in the process of develop- 





LIFE-ASST. TO PRESIDENT 
$10,000 - $12,000 


Small but well established and financed 
company, eastern location (not New York 
City). To qualify: prefer college back- 
ground, age to 40 with a minimum of 
seven years diversified Life experience. 
Tangible administrative or managerial 
duties required. Ideal position for man 
that has been in home office of small or 
medium sized company functioning in 
various capacities. Will be direct assist- 
ant to president in directing company ad- 
ministrative program. 


Absolutely confidential handling all in- 
quiries. Write for information about our 
operation, no obligation to register. 


FERGASON PERSONNEL 


330 S. Wells Street Chicago 6, II. 
HArrison 7-9040 














ing into assistant and ultimately into 
managerial material. 

He also cautioned that “it is not 
always the greatest personal produc- 
er” who becomes a good manager. 
“Too often,” he said, “I have seen 
general agents and managers lose a 
good producer to get a lousy manager.” 

He also warned them against ‘“‘over- 
selling” the prospective agent to the 
point that the newcomer sits back and 


expects the manager to develop him 
—it must be a leadership that can 
assist the new agent and prospective 
assistant to develop himself. There is 
no standard or “canned” plan for this 
development program, but it depends 
upon individual ambitions and aims 
and the general agent and manager 
should not let him down. The new 
man should, he said, be given some 
authority, freedom to develop new 


ideas and to see new viewpoints. The 
general agent and manager has be- 
fore him many big responsibilities but 
also tremendous  opportunities—the 
new man and the new prospective as- 
sistant should not be neglected to the 
point of loneliness—a big handicap to 
the budding assistant manager. 





National Home Life of St. Louis has 
been licensed in California. 








MILWAUKEE. WISCONSIN 


hear so many men regret 
not starting life insurance sooner 


A reminder to busy young men 
from J. SPENCER LOVE, 
Chairman of the Board, 


Burlington Industries, Inc., 


world famous textile producers 


a HARD for a young man just 

Starting out to appreciate all the 
advantages of life insurance. So often, 
by the time he does, premiums are 
higher and he may have problems 
with his medical examination. I’ve 
seen it happen. 

“That’s why I would encourage 
any young man to get his first life 
insurance policy as soon as he can 
... certainly by the time he lands his 
first permanent job. And then to add 
to his life insurance as often as he 
can. He will never regret it. 

“In fact, no matter how farsighted 
he is... no matter how much life in- 
surance he owns... chances are that 
some day he, too, will wish that he’d 
gotten still more while he was young.” 


* 


WHY POLICYHOLDERS ARE SO LOYAL 
TO NORTHWESTERN MUTUAL... 


HIS company is one of the world’s 
largest, with 99 years’ experience and 
a reputation for low net cost. 

It is also a company noted for progres- 
siveness. For example, a new program of 
settlement options offers, by contract, a 
flexibility and choice of action never be- 
fore known in life insurance. 

Here is further evidence that there are 
significant differences among life insurance 
companies. It is one reason why each year 
nearly half the new policies issued by this 
company go to present policyholders. 

For sound help in your security plan- 
ning, call a Northwestern Mutual agent, 


KARSH, OTTAWA 


A NORTHWESTERN MUTUAL POLICYHOLDER. Mr. Love has for many years made life 
insurance a basic part of his financial planning. 


Lhe NORTHWESTERN MUTUAL 


Life Lasurance Company 








APPEARED IN TIME, SEPTEMBER 10 AND OCTOBER 8; IN NEWSWEEK. OCTOBER 22 AND NOVEMBER 19 
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35 Guardian Managers, 
Supervisors Plan for 
1957 at 3-Day Meeting 


Guardian Life held a 3-day meeting 
for 35 managers and supervisors from 
the northeastern states at Commodore 
hotel at New York, with Thomas B. 
Grogan, agency director, presiding. 

In summing up the features of 
Guardian’s newly introduced policies, 
Vice-president John L. Cameron 


pointed up the challenge posed by the 
current competitive situation. 


“We see the first experiments with 
a premium structure varying by size 
of policy, we find the big fire and 
casualty companies starting life sub- 
sidiaries, we see experiments in using 
bank facilities for premium collec- 
tions, and we see competing forms of 
savings become smarter and smarter 
in their sales efforts,’ he said. 

Discussing opportunities in the new 
program, Mr. Cameron pointed out 
that for the first time since the war, 
the coming year is likely to be a real 
test of the capacity of men. Econo- 
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contract issued at ages 0-75 in 
Offered to substandard lives 


premium and monthly Disability Income available. Another 
“plus” feature: Payor insurance available at ages 0-14. 


Five-Year Renewable Term. Issued at ages 15-60 in- 


clusive in minimum amounts 


standard lives through Table D. Final renewal is a term 
to 65, thereafter policy automatically converts to Preferred 


Paid-up Life at 85. Accidental 
disability benefits offered. 


Midland Mutual's liberal commissions will be paid on both poli- 
cies. For details on the new policies and the advantages of work- 
ing as a Midland Mutual representative, write Charles E, Sherer, 


CLU, Vice President and Director 





Serving Personal Security 
Needs Since 1906 


Midland Mutual Agency Building Opportunities include openings in these areas: California, Illinois, 


Indiana, Kentucky, Michigan, North Carolina, 





new “jumbo” policies 
for the men from Midland Mutual 


Effective January 1, 1957, two new policies are available 
to Midland Mutual representatives. Both are aimed primarily 
at the growing business insurance market, but also will make 
excellent protection values for families and individuals re- 
quiring substantial amounts of personal insurance. 


EXECUTIVE SPECIAL. Competitive Whole-Life Type policy 
added to Midland Mutual’s portfolio. Paid-up Life at 95 


. MIDLAND MUTUAL 


- LIFE INSURANCE COMPANY 


256 East Broad Street, Columbus, 16, Ohio 


OME. OF ff 





minimum amounts of $25,000. 
from ages 15-70. Waiver of 


of $15,000. Offered to sub- 


death and waiver of premium 


of Agencies. 


Ohio, Pennsylvania, Virginia, West Virginio. 





mists predict another outstanding year 
for 1957. They say the first six months 
will be 5, 6, or 7% better than the first 
half of 1956. Within this over-all pros- 
perity, however, they emphasize the 
problems and_ uncertainties with 
which business and people and this 
nation will be faced. 

Irving Rosenthal, vice-president 
and actuary, Edward C. Zeiger, asso- 
ciate actuary, and Peter M. Tompa, 
associate actuary, led discussions on 
the new series of policy contracts. 

John A. Buckley. sales promotion 
director, spoke on the advertising and 
sales promotion program. John C. 
Slattery, superintendent of agencies, 
A&S, and Gerald S. Parker, secretary, 
A&S, discussed A&S. Mr. Tompa re- 
viewed the compensation plan for field 
personnel. 

The final session opened with a talk 
on recruiting and selection by Edwin 
J. Phelps, agency director, and con- 
cluded with a discussion of field train- 
ing by Earl W. Cryer, agency director. 

Similar meetings for managers in 
other sections of the country are 
scheduled for New Orleans and Cleve- 
land, Jan. 21-23, and in San Francisco, 
Jan. 23-25. 


John Hancock to Co-sponsor 
“Producers’ Showcase” on TV 
John Hancock’ will co-sponsor 
“Producers’ Showcase,” TV spectacu- 
lar, for the next several months. Pres- 
ident Paul F. Clark will talk briefly 
about life insurance on the company’s 
first show Feb. 4, when the play, 
“Mayerling,” will be presented. 
Other scheduled programs are “Ro- 
meo and Juliet,” March 4; “The Great 
Sebastians,” Apr. 1: and “Cinderella,” 
Apr. 29. The May 27 date is tentative. 
Enclosures featuring the schedule are 
being mailed to ordinary policyholders 
with their premium notices. The tele- 
vision advertising also is being backed 
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Texas Legislative 
Council Makes Several 
Insurance Suggestions 


AUSTIN—Several proposals for in- : 


surance legislation were included in 
the first formal report of the Texas 


legislative council, a 17-member leg- : 
islative research group that has had | 


committees at work studying legisla- 
tive needs in advance of the regular 
session that begins this month. 

Without discussion, the council 
made three “suggestions” in the field 
of insurance, as follows: 

Repeal of the chapter 7 provision in 
the insurance code which permitted 
the now-defunct U.S. Trust & Guar- 
anty Co., Waco, to operate with a 
minimum of regulation. 

Provision of sufficient money to the 
board of insurance commissioners to 
pay its examiners. 

Strengthen and make uniform pen- 
alties for violations of the insurance 
laws. 

The insurance study committee, it 
was also announced, said that the leg- 
islature should look into proposals for 
reorganizing the insurance depart- 
ment, with one suggestion being that 
it should consist of three part-time 
members who in turn would employ a 
single commissioner to operate the en- 
tire department. 

The committee also urged that study 
be undertaken of the need for increas- 
ing further the capital requirements 
for insurers along with possible revi- 
sions of regulations governing invest- 
ments in real estate and home office 
buildinys. 








up with such sales and consumer ad- 
vertising pieces as folders, postcards, 
stuffers, counter displays and booklets 
being distributed in agencies. 


REINSURANCE 





NEW YORK 
107 William $:. 


CHICAGO 
175 W. Jackson 








ployers Re.”’ 


A GOOD DAY’S WORK 
is done when you set up 
Reinsurance with ‘‘Em- 


Age of many of our A 
& H Accounts runs into 
decades—good evidence 
of lasting satisfaction 
with Employers service. 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th Sr. 


£0S ANGELES 
3139 W. 6th 


SAN FRANCISCO 
100 Bush St. 
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1952-55 Fatality Rate 
in Scheduled Flying in 
U: S. Below 1951-54 


Although the fatality rate in U.S. 
scheduled flying in 1955 exceeded the 
very low rate of 1954, the rate for 
1952-55 was~-slightly lower than for 
1951-54, according to the aviation 
committee report presented at the an- 
nual meeting of Society of Actuaries 
at White Sulphur Springs, W. Va. 

The committee analyzed by country 
the passenger death rate in scheduled 
flying outside of the U.S. for 1954- 
1955. The rate for. Canada is not sig- 
nificantly different from the U.S. but 
for other countries is considerably 
higher, namely, about .005 per 1,000 
hours. The figures brought out no im- 
portant differences between countries. 

The fatality rates of the U.S. large 
non-scheduled or irregular air carriers 
have in recent years leveled off at 
about eight times the rates for U.S. 
scheduled airlines, the passenger 
death rate per 1,000 passenger hours 
for 1952-1955 being .008. For the years 
1953-1955 the figures are divided be- 
tween the public services of these 
carriers and the contract services fur- 
nished to the armed forces. The differ- 
ence in death rates between the two 
kinds of service do not appear signifi- 
cant. Beginning with 1956 most but 
not all of these carriers were admit- 
ted to a new classification called sup- 
plemental air carriers with extended 
privileges. The effect of this change 
on the accident rate cannot be pre- 
dicted. 


Since 1947 there has been a gradual 
improvement in death rates in the 
various kinds of non-scheduled flying. 
First-pilot death rates per 1,000 hours 
for 1951-1954, the latest available 4- 
year period, in some of the principal 
kinds of flying have been estimated on 
the basis of figures of varying relia- 
bility as follows, those for the two 
last-named classes being probably the 
least reliable: Crop control, .07; patrol, 
survey and other industrial, .02; char- 
ter, .02; instruction, .03; business fly- 
ing in company-owned aircraft, .01 
(1952-54); business flying in indivi- 
dually-owned aircraft, .02 (1952-54); 
pleasure .10. 

The practical application of these 
figures depends upon the average an- 
nual hours of the individual pilot un- 
der consideration, and whether ‘he en- 
gages in more than one kind of flying. 
However, in two kinds of specialized 
flying the committee has felt that an 
estimate is feasible of average pilot 
death rates per 1,000 life years, name- 
ly, about 10 for crop control and 1.6 for 
business flying in company-owned air- 
craft. 

e e o 

The only new figures available for 
US. air force are death rates by duty 
assignment for 1954. The death rates 
per 1,000 life years of exposure for 
1954, 1953-54 and 1951-54, respective- 
ly, are: helicopter pilot, 19.0, 19.4 and 
17.9; amphibian pilot, 3.1, 9.0 and 6.7; 
transport pilot, 1.7, 2.1 and 3.0; troop 
carrier pilot, 12.0, 9.1 and 11.1; fighter 
pilot, 26.0, 27.2 and 27.4; bomber pilot, 
6.3, 6.5 and 7.6; reconnaissance pilot, 
1.2, 8.3 and 7.3; AOB pilot, 4.3, 7.9 and 
11.,0; operations officer, 1.8, 2.9 and 
3.9; all other, including proficiency pi- 
lots, 3.4, 2.9 and 4. 

It is understood that conversion of 
fighter units to jet planes was largely 
completed by 1954, but that that of 
bomber units was less nearly com- 
plete. 

The navy and marine corps figures 
for 1955 are classified by rank with 
the following results: ensign, 2nd lieu- 


tenant, chief warrant officer and war- 
rant officer, 27.2; lieutenant (j.g.) and 
Ist lieutenant, 16.7; lieutenant (navy) 
and captain (marine corps), 7.3; lieu- 


tenant-commander and major, 3.8; 
commander, lieutenant colonel and 
higher, 3.0. 


The fatality rate of student naval 
aviators in advanced training, which 
had been increasing from a low point 
reached in 1952, leveled off in 1955 at 
17.3 per 1,000. 

The only other new figure which 
materially affects information previ- 
ously published is that the fatality 


rate of flight surgeons who have fly- 
ing duty, namely, 1.5 per 1,000 for 
1952-1955, is materially below the lat- 
est figure for the air force, but is 
based on a very small number of 
deaths. 

Fatality rates for 1951-1955 in the 
Royal Canadian air force are not ma- 
terially different from those previous- 
ly published for 1950-1954 . 

Pilots insured as scheduled airline 
pilots have had a death rate about 
20% greater than would have been ex- 
pected from the government figures 
on all scheduled airline pilots. This 


might indicate anti-selection, or trans- 
fers to more hazardous kinds of flying, 
but the excess is not great enough to 
be clearly significant. 

In the classes of pilots flying only 
for pleasure or personal business the 
issues of 1946-1949 were this year 
studied separately from the issues of 
1950 and later because of the likeli- 
hood that a greater proportion of the 
former applicants would have re- 
ceived their flying training in mili- 
tary service, and the possibility that 
this might have some effect on the 


(CONTINUED ON PAGE 16) 
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THIS “STAR OF THE NORTH” insignia 
marks a company with a friendly family 
attitude of mutual helpfulness . . . a com- 
pany which gives more than lip service to a 
formula that works! 


THIS FORMULA for successful life in- 
surance selling is based upon (1) The right 
combination of organized sales methods, 
(2) Tested and proven presentations aimed 
at selling life insurance to fit specific needs, 
(3) Dramatic, convincing visual sales aids 
that really work, (4) And, above all, shirt 
sleeve down-to-earth help from Home Office 







STAR OF 
pole feo) ag, | 





| 


@ 







men who spend thei 
with the Field, before 
demonstrating how these 
results. 


IN ADDITION, our Advanced Under-” 
writing Division recently has applied these — 
same principles to the unlimited frontiers of 
Programming; Pension and: Profit-Sharing 
Plans; Estate Planning; Wills and Trusts; 
Taxes; and, in a unique way, Business 
Insurance. 


TOP THIS OFF with a better paying in- 
centive contract, incorporating an unusual 
combination of persistency fees, and you 
have the reasons why the “Star of the 
North” is the guiding light to many a 
successful agent who has found himself 
with... 
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NEWS OF LIFE PULICIES 


lives. The amount per life is graded 
in proportion to the total amount of 
insurance applied for on the group, 
with a maximum of $25,000 per life. 

This type of coverage is available 





Mutual Benefit Has 
Guaranteed Issue 
for Groups over 24 


Mutua! Benefit Life has introduced 
a guaranteed issue plan under which 
life insurance wil] be issued on all 


members of acceptable groups without 
medical evidence. 

The individuals of each group must 
be bound together by common em- 
ployment. It is expected the employer 
will contribute a major portion of the 
premiums. 

The guaranteed issue plan will only 
apply to groups having 25 or more 


up to and including age 60. Lives over 
60 must establish insurability under 
regular underwriting rules. 

Income endowment at age 65, life 
paid up at 65 and ordinary life are 
the plans available. 

This action was taken to expand 
facilities for handling employe bene- 
fit plan business. As a result of the 
“True Security Program,” a recently 
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developed sales tool, it is expected 
there will be increased interest for 
this kind of business. Under the “True 
Security Program,’ Mutual Benefit 
agents make available to business and 
industrial organizations an 8-session 
training program for middle manage- 
ment, supplemented by educational 
movies and booklets. One of the train- 
ing sessions is the “financial hour,” 
which is usually given by the agent 
and covers, among other things, the 
need for life insurance and other 
forms of savings. 


Union Mutual Increases 
Limits on Non-Medical 


Union Mutual Life has increased the 
maximum amounts of life insurance 
which it will consider underwriting on 
a non-medical application. 

The increase over previous maxi- 
mums is $5,000 at ages 5 to 40, except 
in Iowa where $10,000 is the statutory 
limit at all ages. On the juvenile es- 
tate plan, the limit has been increased 
from $3,000 to $5,000 original sum in- 
sured. Female risks will be considered 
for the same amounts as males. The 
new maximum amounts are as fol- 
lows: 0 to age 4, $10,000; ages 5 to 30, 
$15,000; ages 31 to 35, $12,500; ages 
36 to 40, $10,000. 


Pacific Mutual Writing 
New Guaranteed Aé&S Plan 


Pacific Mutual Life has introduced 
a new guaranteed renewable A&S pol- 
icy, with the right to premium change 
reserved to the company. Features of 
the coverage are: Guaranteed renew- 
able to age 65, life time accident in- 
demnity and either 12 or 24 months 
sickness indemnity, benefits payable 
from first day of disability or from 8th 
or 31st day, and no waiting period re- 
quirement for sickness coverage. The 
policy contains a liberalized definition 
of disability and recurring disability 
provisions. It is devoid of all restric- 
tions except war, aircraft crew, and 
territorial limit. It will be written in 
amounts up to $400 a month. 





Connecticut General Eases 
Rules on 10-24 Group 


Connecticut General has adopted 
more liberal underwriting rules for its 
group special plan for businesses with 
10 to 24 employes. Individual evidence 
of insurability no longer will be re- 
quired in most cases. 

Two additional life plans have been 
made available to provide differrent 
amounts for male and female em- 
ployes. This brings to six the number 
of life schedules offered. 

A new A&S schedule has_ been 
added to provide a weekly benefit of 
$42. This is in addition to the weekly 
benefits of $21, $28, and $35 now of- 
fered. 

Three different plans of hospital, 
surgical and medical benefits are 
available. All include a special acci- 
dent provision which, during 90 days 
after an accident, pays up to $300 in 
additional benefits for medical hos- 
pital, and surgical expenses not cov- 





SY 


ered under the scheduled plan. 





Ohio Insurer Introduces 
2 New Ordinary Series, 
Easier-to-Read Plans 


Western & Southern has introduced 


two new series of ordinary policies, ; 
the economy series for amounts of $3,- 


000 or more and the security series for 
amounts under $3,000. 

The economy series features in- 
creased dividends, increased cash val- 
ues and five new plans of insurance: 
The modified 20 payment life, the 5 

(CONTINUED ON PAGE 13) 
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with, Paciljeo Mako? 
says Loneta Bernar- 
doni, wife of Rebell 
Bernardoni (Charl- 
ton G. Standeford 


General Agency— 
Fresno) 


“TI enjoy the satisfaction 
Rebell finds in his Pacific 
Mutual work. I’ve 
learned that no matter 
how difficult the case, 
he’ll be able to work out 
a Pacific Mutual plan to 
make the prospect hap- 
py-and himself too. For 
me, this is satisfaction 
that counts.” 


Loneta Bernardoni 
has accompanied her 
husband to Big Tree 
Top StarConferences 
and Pacific Mutual 
National Conven- 
tions throughout the 
past four years. 


LIFE INSURANCE COMPANY 
PACIFIC MUTUAL BUILDING 
LOS ANGELES 14, CALIF. 


LIFE « ACCIDENT & SICKNESS 
RETIREMENT PLANS 
GROUP INSURANCE 
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Company Leaders 


on Hand for 
Harris Agency Rally 


The annual sales meeting last week 
of the A. H. Harris agency of Mutual 
Benefit H.&A. and United Benefit Life 
at Springfield, Ill., was marked by the 
attendance of the presidents of the 
two companies—V. J. Skutt and N. 
Murray Longworth. Mr. Harris is em- 
parking in 1957 on his 25th year as 
general agent for the companies. 

Preliminary results of the compa- 
nies for 1956, for both a year of new 
records, were related by the presi- 
dents. 

Mutual of Omaha, which had as its 
goal $172 million in A&S premium in- 
come this year, made that mark with 
something to spare—the early estimate 
being $172.6 million. This compares 
with $156 million in 1955. The com- 
pany issued more than a million bene- 
fit checks last year at the rate of $1,- 
975,000 a week, for a total of about 
$102 million. 

United Benefit Life added $258 mil- 
lion in ordinary in force, $20 million 
more than in 1955, and now has total 
insurance in force of about $1.6 billion. 
Surplus amounts to approximately $37 
million and assets to $268 million. 

Last year was the 30th anniversary 
of United Benefit Life. The company 
has had an extremely rapid growth, 
but Mr. Longworth pointed out that it 
has been on a sound basis. The pres- 
ent rate of gain would indicate that 
the company will achieve its second 
$2 billion by 1959, if not sooner. The 
goal for this year is a 15% increase. 

se -_ e 

Mutual of Omaha, at premium in- 
come level of $172 million, probably 
will pass $200 million-in 1958, although 
President Skutt was reluctant to fore- 
cast the immediate aims. A good many 
things are planned for the 50th anni- 
versary of the company in 1959, and 
it is reasonable to assume that one of 
them will be a premium income goal 
substantially in excess of $200 million. 

The companies this year are begin- 
ning to use their IBM 705, the second 
largest of its kind in the world. The 
only larger installation is in the So- 
cial Security Administration in Wash- 


ington. Investigations for using the. 


705 were begun four years ago, and for 
many months the companies have 
been conducting trial runs to get ac- 
quainted with the intricacies of the 
machinery. 

The Harris agency covers 22 coun- 
ties in central Illinois and is staffed 
by 60 persons. When Mr. Harris began 
operations 24 years ago he started 
from scratch, and did $16,000 worth of 
business. He is now writing at the rate 
of $144 million per year, has $15 mil- 
lion of life insurance in force and has 
paid more than $544 million in bene- 
fits in his territory. 

The sales meeting was a day of in- 
tensive interchange of ideas, opening 
with a talk on life insurance program- 
ming for moderate income families by 
D. J. Sheetz of the home office life 
training division, and winding up with 
alist of quotas for the year as worked 
out by James Underwood, assistant 
sales manager of the agency. Other 
items on the program included a dis- 
cussion of claims by M. G. Pletscher, 
agency claim manager; description of 
group prospecting by Dean Genzlinger 
of the regional group office; a discus- 
sion of conservation by A. L. Aldrich, 
agency office manager, and Charles 
Whitworth, assistant office manager; 
and a talk on “Brain Trusting” by Ray 
M. Case, assistant agency manager. 


The luncheon was featured with a 
presentation of a phonograph to Jim- 
my Bohlinger, known to United Bene- 
fit Life as the “Billion Dollar Baby.” 
Jimmy’s father is manager of the Le- 
land hotel at Springfield, where the 
sales meeting was conducted, and in 
1953 bought an endowment on his son 
when he was born. This policy is the 
one that put United Benefit in the $1 
billion class, and it was sold, inciden- 
tally, by Mr. Harris. 

A special award for community af- 
fairs was given to Harold Hawkins of 
the First National Bank of Springfield, 
who was in charge of the United Serv- 
ice (Community Chest) drive and was 
the first campaign manager to meet 
the quota since 1951. Mr. Hawkins 
was given a plaque, and in presenting 
it President Skutt of Mutual of Oma- 
ha explained that it is Mutual’s recog- 
nition on the local level of community 
achievement in the same nature that 
the Criss award is given in health and 
safety service on a national basis. 

Messrs. Skutt and Longworth had a 
full day in Springfield. They were in- 
terviewed on thrée radio stations and 
on the local television station, in addi- 
tion to their activities at the agency 
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meeting, and didn’t get off work until 
nearly midnight after an inspection of 
the Harris agency’s new office build- 
ing. 





Paramount Mutual Benefit, Newark, 


Gets New Charter as Life Company 


Paramount Mutual Benefit Associa- 
tion of Newark, which has been oper- 
ating as a mutual benefit association 
since 1935, has been chartered as a 
life company. The company will be 
known as Paramount Mutual Life and 
will write life and A&S. 

Officers elected are Herman Weini- 
ger, president and treasurer; Max 
Schleifer, executive vice-president and 
secretary; Morris Klaiman, assistant 
treasurer; Nestor Sherman, assistant 
secretary; Wallace and Ephraim Wein- 
iger, vice-presidents; Arlene Pailler, 
actuary; Dr. David J. Flicker, medical 
director; Louis J. Cohen, general at- 
torney, and John De Vivo, chief un- 
derwriter. 





Carl D. H. Prussing, Connecticut 
General Life, has resigned as secre- 
tary-treasurer of San Francisco Life 
Underwriters Assn., and Robert L. Le- 
vin, Equitable Society, has been ap- 
pointed as his successor. 


WHEW!... 


Sure keeps a fellow on his toes nowadays, 
doesn’t it? 


Family policies, weekly Ordinary, month- 
ly Industrial, variable annuities, split dollars, 
small group, jumbo group. 

And also just plain old-fashioned Life 


Insurance, of which we sell some. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 


Osorio Chairman 


of Texas Board 
AUSTIN—John Osorio, attorney of 
Austin and former executive secretary 
to Gov. Allan Shivers, who was sworn 
in Jan. 1 as a new member of the 
Texas board of insurance commission- 
ers, was elected its chairman at a spe- 
cial meeting of the board Jan. 2. He 
was named to the board to fill the 
vacancy created by the resignation of 
J. Byron Saunders, chairman, who 
now is vice-president and _ general 
counsel of Republic National Life. 
Other members of the board are Mark 
Wentz, head of the fire division, whose 
term runs to 1961, and Morris Brown- 
lee, head of the casualty division, 
whose term will expire next month. 





Mutual Benefit Raises 


Discount Rate to 3% 


Mutual Benefit Life has increased 
the discount rate on premiums paid in 
advance from 24% to 3% per year. 
The action is not retroactive and does 
not affect other rules relating to ad- 
vance premiums. 


Yj 
Yj 
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FTC Gets Ready to Strike Out 


We record in our news columns this 
week the fact that the Federal Trade 
Commission will be asked to reverse 
its hearing examiner’s decision in the 
Bankers Life & Casualty case. Having 
commented editorially on this par- 
ticular case before, just after the FTC 
closed down its road show hearing in 
Chicago early in 1955, we do not hesi- 
tate to add a few remarks now—real- 
izing that the effort is chiefly for our 
own amusement, since every insur- 
ance man has learned in the last two 
years that it is a cinch to predict cor- 
rectly what the FTC will do. 


The Bankers L.&C. hearing was the 
first the FTC conducted after sound- 
ing off against the A&S insurers. It 
has the distinction of being one of 
the very few tried solely on the merits 
of the charges, but the main distinc- 
tion is that it is the only case the FTC 
lost even before its attorney got half- 
way through presenting his argument. 
It was such a mess that Raymond 
Hays, who was doing the fire-breath- 
ing act for the FTC, had to sneak back 
to Washington without daring to bring 
forth 16 of the 23 witnesses he had in 
the back room. Those who sat through 
the Chicago hearing knew that Ex- 
aminer Loren Laughlin could only 
come up with a dismissal if he intend- 
ed to stay out of an institution. 


But the very same Raymond Hays 
who admitted privately two years ago 
in Chicago that to offer one more wit- 
ness in behalf of FTC would be tan- 
tamount to suicide is now signing his 
name to an intent to appeal Mr. 
Laughlin’s decision. Mr. Hays might 
have filed his intent to appeal out of 
sheer reflex action conditioned by his 
FTC training, perhaps without even 
reading Mr. Laughlin’s 67-page opin- 
ion; because Mr. Laughlin, who is paid 
by the FTC incidentally, really didn’t 
leave much room for anybody else to 
say anything. It must be remembered, 
however, that Mr. Hays is taking his 
appeal to the members of the Federal 
Trade Commission, the same group of 
savants who handed down that re- 
markable pronouncement on Public 
Law 15 in the American Hospital & 
Life case. With the American Hospi- 
tal case as a precedent, Mr. Hays can- 
not be blamed for having a good deal 
of optimism over his chances with 
Bankers L.&C. 

As a spectator at the hearing of the 
Bankers case, we were interested in 
reading Mr. Laughlin’s decision, tak- 
ing special delight in such passages 
as: 


“|... The -Federal Trade Commis- 
sion has wholly failed to substantiate 
the charges of the complaint by any 
reliable, probative and_ substantial 
evidence. ... There was no proof of 
any actual deceit having occurred 
with respect to any of respondent’s 
five million policyholders. t is 
the only case in which issue was so 
promptly joined and respondent im- 
mediately and willingly proceeded to 
hearing on the merits without the 
complications and delays of extensive 
motions, objections, arguments and 


hearings on legal issues relating solely 
to the commission’s claim of jurisdic- 


tion (on the theory that) if the com- 
mission has failed to maintain its case 
on the merits, then discussion and 
determination of the jurisdictional 
question becomes wholly moot and un- 
necessary.” 

And, “This is the only case brought 
by the commission ... in which the 
commission has not rested its case 
supporting the issues of the alleged 
deceptive and misleading character of 
the . . . advertising upon a mere com- 
parison by the hearing examiner and 
the commission of the respondent’s 
advertising and policies advertised 
thereby . . . (The FTC) presented the 
testimony of a number of allegedly 
representative ‘public’ or so-called 
‘consumer’ witnesses as to the mental 
‘impressions’ which are claimed to 
have been made upon each of them 
by respondent’s advertising. ... The 
sole disputed ultimate factual issues 
for decision upon the ‘whole record’ 
are whether certain particular state- 
ments in respondent’s advertising of 
its ... insurance disseminated by it 
in 1953 and 1954 had the capacity and 
tendency to mislead and deceive the 
public . . . Commission’s counsel made 
no proof of any actual deceit having 
been perpetrated by respondent’s ad- 
vertising upon its millions of policy- 
holders.” 

And, “A tendency and capacity to 
mislead and deceive . . . is dependent 
not only upon what the public wit- 
nesses actually testified to in words, 
but also upon the credibility, weight 
and value of such testimony. ... . 
Such insurance advertising definitely 
is not addressed to the immature, the 
irresponsible, the incompetent, or the 
derelict. And most certainly its capac- 
ity and tendency to deceive cannot be 
decided by any speculative effect upon 
the moronic or the illiterate..... The 
commission’s staff members have bad- 
ly underestimated the general intelli- 
gence level and the general knowledge 
of health and accident insurance cov- 
erage possessed by that portion of the 
public which today comprises the mar- 
ket for insurance. . . . In recent years 
the whole country has become insur- 
ance minded and is currently well on 
the way to being insurance educated 
by reason of the many forms of pro- 
tection now made widely available to 
and held by a vast majority of the 
public.” 

And, “In any event, the examiner 
is at a complete loss to determine 
wherein the complained of language 
(in the advertisements) can deceive 
anyone to his damage. ... The FTC 
is neither empowered by law nor in 
any way otherwise qualified to super- 
impose upon the insurance industry 
regulation of the forms and contents 
of its policies and related contractual 
documents under the guise of regulat- 
ing the insurer’s interstate advertis- 
ing. . .. A careful examination of the 
advertisements in this case, in their 
full context, does not demonstrate that 
any interested person is likely to be 
misled and deceived by the questioned 
language as it appears in the adver- 
tisements involved. ... To infer the 
existence of public interest from the 
prejudiced and speculative testimony 
of seven people against the solid fact 
that there are millions of policyholders 
who have not complained, is to attend 
upon an inference which is contrary 
to the facts established by the record 
herein. There is no substantial evi- 
dence upon which to find that this 
proceeding is to the public interest.” 

Despite what Mr. Laughlin has to 


say, we can readily understand why 
Mr. Hays intends to appeal. There is 
every reason to believe FTC will con- 
tinue to go along its steady course of 
stubborn bureaucratic bumbling and 


wind up in the federal courts with one 
more case predicated on sheer inanj. 
y. i 

After laying its publicity ground. 
work so well and after resorting ty 
tactics even professional wrestlers 
haven’t the audacity to try, it is diffj. 
cult to comprehend how the FTC has 
allowed its near-stranglehold on the 
A&S business to slip. It is in court 
with the Fireman’s Fund and almost 
surely will lose; it is in court with the 
American Hospital & Life over an in. 
terpretation of Public Law 15 that no 
one in the United States had dreamed 
possible, and it is getting itself ready 
to become involved in an action with 
Bankers Life & Casualty over a hear. 
ing record and opinion that are devas- 
tating to its cause. When the decisions 
are in on those three cases the FT¢ 
should be washed up insofar as insur- 
ance is concerned. 


Everything that has happened since 
the FTC stuck its nose in the insur- 
ance tent demonstrates that when 
something comes to an issue the FTC 
can be relied upon to box itself into 
a corner by taking a stand on about 
the same level-headed basis used by 
Gen. George Custer. The FTC started 
out with a bang to coerce insurance 
into its realm of jurisdiction, but when 
it goes to Congress with the miser- 
able record it has compiled as to in- 
tegrity in dealing with the business, 
ethical persuasion of its cause and its 
reasonableness of action—plus the 
court decisions it almost has to get 
hooked with, then insurance will be 
rid of this worst possible example of 
the horrors of centralized logic and the 
FTC can go back to soap and cigarettes. 


PERSONALS 


Powell B. McHaney, president of 
General American Life, has been se- 
lected to receive the 1956 distinguished 
achievement award of Pi Kappa Alpha 
national fraternity. 


Lonel 











H. Bruce Palmer, president of Mu- 
tual Benefit Life, has received an hon- 
orary doctor of laws degree from 
Fairleigh Dickinson university of Ru- 
therford, N. J. 


Harry Brodnax, president of Uni- 
versal Life & Accident, has been elect- 
ed vice-president of National Bank of 
Commerce of Dallas. He has been a 
bank director since 1947. 


Richard W. Campbell, general agent 
of Fidelity Mutual in Altoona, Pa., was 
honored at a luncheon marking the 
20th consecutive year in which he has 
submitted one or more applications 
each week. Lawrence J. Doolin, agency 
vice-president, presented Mr. Camp- 
bell with a plaque for his achievement, 
the first of its kind in the company. 


George B. Gose, executive vice-pres- 
ident of Pacific Mutual Life, has been 
elected vice-president of Los Angeles 
Chamber of Commerce. 


Lyndes B. Stone, executive vice- 
president of Phoenix Mutual, has been 
elected a trustee of Mechanics Savings 
Bank of Hartford. 


Frank E. Sullivan, general agent for 
American United Life at South Bend, 
and a partner in the McArdle-Sullivan 
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agency, was named one of the 10 best 


: in Indiana for 1956. 
- inanif dressed men in Indiana for 19 


Richard L. Huff, son of President 
Leslie C. Huff of American Founders 
Life, was married to Miss Dorothy 
Phyliss Wells at Abilene, Tex. Rev. M. 


' |. Utley, vice-president of agencies, 


officiated at the ceremony. 


Charles J. Zimmerman, president of 
Connecticut Mutual, addressing a joint 
convention of National Retail Dry 
Goods Assn. and American Retail 
Assn. Executives at New York, called 
upon U. S. business leaders to par- 
ticipate more actively in community 
affairs. 

Carrol M. Shanks, president of Pru- 
dential, addressed a. joint meeting of 
Jacksonville Civitan club and Com- 
mittee of One Hundred. 


~_ DEATHS 


KENNETH B. WADE, 48, general 
agent of Ohio National Life at Harris- 
burg, Pa., since Jan. 1, died of a heart 
attack. He joined the company in 1934 
and had been manager of the agency’s 
Lancaster, Pa., office for many years. 
He was past president of Lancaster 
Assn. of Life Underwriters. He became 
general agent when his brother, State 
Sen. George N. Wade, Camp Hill Re- 
publican, gave up the post to devote 
full time to government and politics. 
Sen. Wade said he would resume the 
post of general agent. 


MRS. RUTH SKILLERN, 65, an 
agent for Aetna Life for about 30 years 
at St. Louis, died. 


SOPHIA WELLS, mother of George 
W. Wells, former president of North- 
western National Life and Minnesota 
commissioner, died at St. Paul. 


HERMAN A. WITLIFF, 68, of the 
San Antonio agency of General Ameri- 
can Life, died when his automobile was 
struck by a train. 


J. C. YOUNG, 51, assistant manager 
of Prudential’s Washington, D. C. or- 
dinary agency since 1950, died. He 
joined the company at Washington in 
1949. A ne**ve of China, he was a col- 
lege professor and educator before 
coming to the U. S. in 1932. He subse- 
quently was with United Nations re- 
habilitation and relief administration 
and the Chinese embassy at Washing- 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Jan. 15, 1956 
Previous Current 
Week’s Bid Bid Asked 
BONN, RI a ocdsnccrcocss entnsoceencoe 178 178 181 
Beneficial Standard ............ 
Cal.-Western States. ............ 
Colonial Life ................. i 92 96 
Columbian National ............ 
Commonwealth Life 
Connecticut General 
Continental Assurance ....... 119 121 125 
Franklin Life 
Great Southern Life .... 
RPONE LAGS ....ccccccsesscssseses 
Jefferson Standard .. 
Kansas City Life .... = 
Life & Casualty... 
Life Insurance Investors .... 
Life of Virginia .............00 103 
Lincoln National .. os 
MiSSOUFI ...........e.c000+ 
National L. & A. ...... 
North American, Ill. ............ 3 
N.W. National Life ...... «. 102 
Ohio State Life ......... .. 280 290 
Old Line Life ........ 
Southland Life . 
Southwestern Lif 



































NW Mutual Emblem 


‘.  salequarding tomorrow 





This distinctive new emblem adopt- 
ed by Northwestern Mutual Life in 
connection with its Centennial repre- 
sents a 10-month search which en- 
compassed outstanding art talent and 
then ended right in the company’s 
home office. After considering more 
than 150 proposed emblems, many of 
them submitted by nationally promi- 
nent commercial artists, industrial de- 
signers, and art instructors, the com- 
pany adopted the creation of one of 
its own employes, 21-year old Ronald 
Kloss. Mr. Kloss developed the new 
emblem as part of his regular assign- 
ment at Northwestern, which is prep- 
aration of visual material for graphic 
presentation. An employe of the com- 
pany for three years, he feels he had 
the advantage in being “inside with 
some feeling of what Northwestern 
stands for,” 

Actually, the company had been 
seeking a new emblem for seven years. 
A company wide contest among em- 
ployes and agents was held in 1950 
and a noted industrial designer was 
consulted also, but nothing suitable 
developed. The latest emblem search 
began in July, 1955, with the appoint- 
ment of an insignia committee as- 
signed to develop a company emblem 
in connection with Northwestern’s cen- 
tennial. 

The new emblem is dominated by 
the company’s initials, NML, joined to 
form a single symbol. The NML is 
superimposed upon five lines which 
converge before the symbol for infin- 
ity. Below the initials is 1857, the year 
the company was founded. 











William J. Graham, (left) a direct- 
or of Equitable Society, and Charles 
R. Hook, chairman of Armco Steel 
Corp., are shown with the first group 
policy ever written for heavy indus- 
try. The original policy, authorized by 
Mr. Graham in 1917 for Armco with 
Mr. Hook’s help, carried $2,211,500 of 
insurance in force on 1,360 employes. 
Armco’s current group life and acci- 
dental death and dismemberment plan 
covers 30,400 employes with a total of 
$520 million. In 1917, Mr. Graham 
said, group coverage in the U. S. to- 
taled $155 million on 200,000 employ- 
es. Today, 36 million employes are 
covered by $119 billion. Mr. Graham 
also presented Armco a special plaque 
for its leadership in bringing group to 
what were termed hazardous indus- 
tries in 1917. The presentation took 
place at a luncheon in the Waldorf- 
Astoria hotel at New York honoring 
Mr. Hook. 








GENERAL AGENT 


OPPORTUNITY 





CAN YOU PROSPECT? 


Do your prospects come directly from your own 
effort, ability and imagination and not from office 
leads, your supervisor, your manager? 

Can you show others “how to”? 


CAN YOU TELL A CONVINCING SALES STORY? 


If you’re doing well right now with what you've 
got, you'll do better with our proven competitive 
merchandising plans featuring dismemberment— 
lifetime income—top value income settlement 
option—and the premium payment plan of the 
future, Check-O-Matic. 


Can you inspire and show others “how to”? 


CAN YOU COMPETE? 


Do you enjoy competing with others? More 
important, do you compete with yourself? 


Can you instill this spirit in others? 


DO YOU REALLY WANT TO EARN MORE MONEY? 


Do you want to earn top present and future 
dollars for your own personal “know how” and 
for your ability to show others “how to”? 


HERE’S YOUR ANSWER! 


Highest lifetime service fee in the business to 
adequately compensate the career underwriter— 
fully vested renewals for 9 years—top Ist year 
commission on par and non-par policies—agency 
office allowance—non-contributory pension 
plan—operating capital for new agents. 


Write, Wire, Phone 
FREDERICK E. JONES, President 
HOWARD W. KRAFT, Vice President 
and Director of Agencies 
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THE 


MEMELICE 





licensed in: Calif., ©. C., Ill., Ind., lowa, Ky., Md., Mich., Minn., Mo., No. Car., Ohio, 
Pa., Texas, Va., and W. Va. 




















Accident and Sickness 

he : fe: »wing companies, with com- 
petiti @ rates, top commissions and. prompt underwriting. i 
UNPARALLELED AGENCY FRANCHISES OFFERED: Say 

CONTACT JOHN & RAY, AGENCY VICE PRESIDENT ; 


JEFFERSON NATIONAL "a" 
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Sales Ideas That Work 
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and 10 year 


ask her boss to sell his practice. Ap- and my plan is the only answer. It ish 
parently the doctor’s curiosity was a beautiful plan! It is a simple plan, 


‘Would You Sell Your Practice?’ Is Agent's 


Prescription for Success with Physicians 


“Doctor, would you sell your prac- 
tice to me?” 

This is the startling offer which 
Francis P. Blake, who isn’t even a 
medical man, makes when he calls on 
physicians. Actually, he is an agent at 
Wyandotte, Mich., and has been with 
New York Life for 10 years. 

Mr. Blake has used this attention- 
winning approach’ so _ successfully 


among doctors that his production ex- 
ceeded $1 million in 1956. His story 
appeared in a December issue of Nylic 
Review, New York Life’s semi-month- 
ly field magazine. 

Recalling the interview which 
launched his work among physicians, 
Mr. Blake remembered that the doc- 
tor’s office nurse was no little sur- 
prised when he said he was going to 









a 


—_ 





= MARYLAND « 


instead of promises... . 
check into this two-fisted 
money-making proposal 







GENERAL AGENTS and BROKERS in 
PENNSYLVANIA © OHIO « ILLINOIS ¢ INDIANA 


es « e you want action 


for 





DELAWARE ¢ TENNESSEE 


aroused, too, because the first thing 
he asked after shaking hands with 
Mr. Blake was: 

“What do you mean, you want to 
buy my practice?” 

That was just what Mr. 
wanted him to ask. 

Having captured the doctor’s atten- 
tion with this startling ‘offer,’ Mr. 
Blake quickly opened his presentation 
by replying: 

“Yes, doctor, I am going to ask you 
if you would sell your practice to me. 
Suppose I offered to buy it and we 
had a buy-and-sell contract drawn, 
what would be your price?” 

The doctor answered by asking how 
much he thought it was worth. This 
was the very question Mr. Blake was 
looking for. He went on: 

“The price, doctor, you have already 
established. You can tell me how 
much it is, by letting me know, if 
you will, how much life insurance you 
own.” 

Learning the man had $25,000, Mr. 
Blake said: 

“Okay, doctor, that’s your estab- 
lished price. And I will be most happy 
to buy for that figure, if you in turn 
will agree to: First—agree to sell. 


Blake 


here it is: 

“Let me arrange to liquidate yoy 
practice for you through a New York 
Life contract. The procedure is simple 
All you do is save approximately $2. 
500 per year. The moment you do, | 
will create an estate for you in the 
New York Life for $100,000 and with 
the guarantee that if anything hap. 
pens to you tomorrow, next week, 
next month, next year, or whenever, 
we merely swap accounts. You take 
mine and I take yours. Mine will gj. 
ways be worth more than yours. 

“I will further guarantee, that if 
you are taken accidentally, my ac. 
count will be worth $200,000. In addi- 
tion I guarantee, that if you sustain 
a total disability, I will make you 
payments for you. 

“Should you want to cancel the 
agreement, say in 25 years, I will give 
you back all your payments plus a 
profit. And if you live to 65, I will 
pension you off at about $8,000-a-year 
for 10 years. 

(Mr. Blake's illustration was based 
on the facts in the case. These figures 
do not apply to all cases.) 

“My plan offers you all this!” Mr, 
Balke continued. “But look, doctor, 
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Second—work for me the rest of your that’s not all. The proceeds from the 
life or until age 65, whichever is ear- Sale of your practice to the New York 
lier. Third—assign all income from Life, will be paid to your family in- 
the practice to me. Last, let me own Come-tax-free, under present law— 
at least $100,000 of life insurance on free from federal estate taxes (if you 


iT OUT.-- 


your life to protect my investment. 
“The reason I am anxious to buy, 


have your wife own the contract), 
free from Michigan inheritance taxes, 


Let us SPELL 
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WRITE, WIRE OR PHONE COLLECT 


Paul Reichart, Vice President in Charge of Soles 


Life Insurance Company of America 


Wilmington 99, Delaware « Telephone: Olympia 4-2474 
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doctor, is because I know, that from free from probate court costs, attor- 
the time a physician opens his practice ney fees, executor fees, in fact, free 
until the time he attains age 65, he from all death charges. _ 
will probably earn $1 million. So, if | “A beautiful plan, isn’t it, doctor? 
you sell to me for $25,000, I stand And I defy you or anyone else to 
to profit by more than $900,000. match it. To qualify for it, you merely 
“Now I know,” Mr. Blake continued, have to pass our physical require- 
“that you will not enter into such an Ments. May I have our doctor call 
agreement with me. Yet, you are per- You tomorrow? : 
fectly willing to ask the ones you love This approach so impressed the 
the most—the ones you work so hard Prospect that he bought the $100,000, 
for—to settle for $25,000. I mean your Mr. Blake reported. 
wife and your children. Let some- Mr. Blake was so encouraged by 
thing happen to you tomorrow and the result that he used the same ap- 
they exchange a million-dollar prac- Proach on an older doctor he had not 
tice for $25,000. They stand to take been able to sell. This prospect was 
quite a beating, don’t they? so motivated that he bought $200,000 
“May I point out, doctor, that your 29d asked for a detailed estate tax 


income-producing assets are intang- @Malysis, which resulted in recom- 
ible. They cannot live apart from you. Mendations for $250,000 on his wife 
Once death, old age or disability in- 224 $500,000 each in short term trusts 
terfere, your income ceases for al] © his two sons. His father-in-law 

time. Remember too, that even if you bought $150,000. f 
live, your patients will some day re- | The doctor, partner in a large clinic, 
tire you, but they will not pension talked to others with the result that 
Mr. Blake sold $50,000 each to two 

associates and $100,000 to a third. 
“The moral of all this is simple,” 


you. 
“These are your problems, doctor, 











IS YOUR GAS KNOCK-FREE ? 


Is your agency hitting on all sales potentialities and running smoothly—free of 
knocks? If not, then let Standard overhaul it with a rate book crammed with 
competitive policies and dynamic sales material along with national adver- 
tising. Your operation running on Standard’s lucrative general agent’s contract 
will not only get a quick start into '57 but end the coming year with peak 
performance. Let us fill you up (rather in) on the details—write me today. 


A. Gg. Moet, Agency Superintendent 


GENERAL AGENCIES OPEN IN Arizona @ California * Delaware 


STANDARD LIFE INSURANCE CO. of IND, Fleride + Georgia * Illinois * Indiana * Kentucky * Lovisiana 


INDIANA 
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INDIANAPOLIS, 


Maryland e Michigan e Missouri * New Mexico ¢ Pennsylvania 
Tennessee ® Virginia © West Virginia 


Mr. Blake asserted. “It is not enough 
for us to know our product, to know 
about taxes, stock, retirement plans, 
buy and sell agreements, short term 
trusts, etc. For if we know all this, 
and know not how to motivate, we 
work in vain.” 


Milwaukee GAs Elect Slate 

Harold F. Bowes, manager for Phoe- 
nix Mutual Life of Milwaukee, was 
elected president of Milwaukee Life 
Managers & General Agents Assn., 
succeeding Stanley Olyniec, Washing- 
ton National. Other officers are Harold 
E. Kasche, Aetna Life, and Donald T. 
Williams, Metropolitan, vice-president; 
Dale A. Simpkins, New York Life, sec- 
retary and John J. Frey, Prudential, 
treasurer. 
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NEWS OF LIFE POLICIES 





E (CONTINUED FROM PAGE 8) 
‘and 10 year renewable and convertible 
term, the term to age 65 and the home 
protector policy of decreasing term in- 
surance. All of these new policies have 
minimum amounts of $5,000. 

The security series features auto- 
matic accidental death and waiver of 
y $2, premium disability benefits and three 
do, | new plans, the home security 21, the 
n thef jome security 31 and the family in- 
With F .ome security 20. These three plans 
hap. include decreasing supplementary 
week, F term benefits as part of the policy. 
lever, A completely new premium scale 
take § ,as been adopted and is the same for 
Il al. both series. Premiums for life insur- 
: ance have been reduced particularly 
at if} «t the higher ages. The premiums for 
' @- F the accidental death and waiver of 
addi- premium disability benefits have been 
Stain | reduced throughout. Substandard ex- 
your | tra premium rates also have been re- 
duced particularly for the whole life 

the and limited payment life plan. 

Sive} Because of the savings in the ex- 
US 2} pense and mortality on the policies 
will | in the larger amount economy series, 
year | gividends are larger than those on the 
security series. 

ased In both series the graded death ben- 
ures | ofit at age 0 has been eliminated and 
the policy has full coverage from the 
Mr. | date of issue. 

stor, A new Rate Book, a complete de- 
the parture from the permanently bound 
ork type, is looseleaf for easy replacement 
in- | of pages. It features large easy-to-read 





W— | type and contains the dividend illus- 
you | trations as part of the rate book. 

ct), New policies for all plans of insur- 
Kes, 


—— 


Illinois 


sts \ Texas 
Ww 4 missourl 
Kansas 











ance have been designed for easier 
reading by simplifying the language, 
reducing the number of words by ap- 
proximately one-third and by making 
the type larger and clearer. 

In addition to introducing the new 
series, the company in 1957 will make 
dividend payments to most ordinary 
policies issued since 1901 even though 
these policies were issued at non-par- 
ticipating rates. Dividends to be paid 
in 1957 on policies issued at non- 
participating rates are estimated to be 
$665,000. 


Life of Ga. Offers 
1-Year Renewable Term 
Plan for Small Firms 


Life of Georgia has introduced 1- 
year renewable term contract named 
the employe protection package for 
small businesses of four to 24 em- 
ployes. It provides major medical, hos- 
pitalization, surgical, life, accidental 
death and dismemberment and dis- 
ability income. 

While it will be offered as a com- 
plete package, variations of coverage 
will be allowed. An individual policy 
will be issued each employe. The hos- 
pitalization, surgical and major med- 
ical portion of the plan also will be 
available for dependents. 

The employer may pay the entire 
premium or share the cost with em- 
ployes. Life coverage can run to $5,- 
000. Accidental death and dismember- 
ment benefits equal the life amounts. 
Weekly disability income benefits are 
available in amounts of $20, $25, $30, 
and $35. 

The hospitalization coverage pro- 
vides $10 per day maximum for room 
and board with $310 limit for any 
single continuous disability, plus an 
allowance of up to $100 for miscel- 
laneous_ hospital charges. Surgical 
benefit maximum is $240. Maternity 
benefits are available for dependent 
wives of employes and for female em- 
ployes whose dependents are covered. 
The major medical carries a lifetime 
maximum of $5,000 and there is a 
$100 deductible for each calendar year, 
with 25% coinsurance. 








North American of Chicago 


Introduces 3 New Policies 


North American Life of Chicago has 
introduced three new life policies and 
three new life insurance riders, in- 
cluding a minimum $20,000 ordinary 
life plan called the golden estate 
builder. At age 30 the annual premi- 
um per thousand on this pan is $16.17. 
One of the three riders being intro- 
duced is a family income settlement 
agreement which may be written for 
any number of years from a minimum 
of 10 years to a maximum of in- 
sured’s age 65. The new plan became 
effective Jan. 1 and represents one 
step in the celebration of the com- 
pany’s 50th anniversary. 

North American will hold its golden 
anniversary jubilee at the Edgewater 
Beach hotel, Chicago, Sept. 4-6. 





Home Life Increases 


Discount Rate to 3% 


Home Life has increased from 242% 
to 3% the discount rate offered policy- 
holders who pay premiums in advance. 

The discount is applicable to annual 
premiums due one to 20 years from 
the date of payment. It applies to pre- 
miums paid within the grace period 
or within 30 days of the date of issue. 


Annuity 
Rates — 
Reduced 


MANUFACTURERS LIFE, long a leader in the 
annuity field, announces still lower rates 
for Single Premium Immediate Annuities. 





Examples of premium deposits to provide $10 monthly (male) 








Type of Annuity | Age 60 Age 65 Age70 
Life Annuity $1739 $1484 $1228 
Guaranteed 10 Years 1823 1611 1418 
Guaranteed 15 Years 1928 1763 1635 
Guaranteed 20 Years 2072 1964 1899 
Instalment Refund 1963 1747 1528 
Cash Refund 2015 1807 1597 




















COMMISSIONS 3% 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 


BALTIMORE © BOISE * CHICAGO ¢ CINCINNATI * CLEVELAND * COLUMBUS 
DETROIT © HARTFORD © HONOLULU * LANSING * LOS ANGELES * MIAMI 
MINNEAPOLIS *© NEWARK © PHILADELPHIA ¢ PITTSBURGH °* PORTLAND 
SAGINAW °* SAN FRANCISCO © SEATTLE * SPOKANE * WASHINGTON, D.C, 


THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


41-57 

















GOLDEN 


JUBILEE 


The GOLDEN ANNIVERSARY JUBILEE to be celebrated at the Edgewater Beach Hotel in 
Chicago, September 4, 5, 6, 1957 will be a tribute to our 50 years of growth... and to 
our all time record of more than 60,000,000 Life volume paid for in 1956. This is 260% 
more than we paid for in 1951 ... . and our Accident and Health growth has been even 


NORTH AMERICAN LIFE counts 
Sypusurance Company OF CHICAGO “EEN 


NORTH AMERICAN BUILDING CHICAGO 3, ILLINOIS com - NY 


Life Insurance + Complete line of Accident & Health Contracts 
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The Greenbrier offers an outstanding 
location for your next convention. 
The newly completed, air-condi- 
tioned West Wing provides meeting 
rooms for groups up to 1000 and in- 
cludes such features as a brand new 
auditorium with a 42 foot stage, the 
latest P.A. systems and projection 
equipment, a theater with Cinema- 
Scope screen, and superb arrange- 
ments for banquets. Don’t overlook 
either, the marvelous sports and rec- 
reational facilities, the courteous 
service, comfortable guest rooms and 
wonderful dining that have made 


The Greenbrier world-renowned as 
For complete information, address: 

Charles L. Norvell, Director of Sales, The 
Greenbrier, White Sulphur Springs, West 
Virginia, or inquire of reservation offices at: 
New York, 17 Kast 45th Street, 
MU 2.4300; Boston, 73 Tremont 
Street, LA 3-4497; Chicago, 

77 West Washington Street, 

RA 6-0625; Washington, D. C., 
Investment Bldg., RE 7-2642. 
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confidential information on this exclusive service, 


¥ CORPORATION 
RENEWAL GUARANT 


5-2254 
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626 Guaranty eer 2, Colorado 










please call or write.-- 






For complete, 
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RENEWAL GUARANTY CORPORATION 
626 Guaranty Bank Bidg., Denver, Colo. 
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Gentlemen: Please send me complete, confidential 
details on your exclusive service. | understand | am 
obligated in any way. 
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(CONTINUED FROM PAGE 4) 
Mutual, New York City; Lewis T. Stearn, 
Northwestern Mutual, Minneapolis; John E. 
Steger, Massachusetts Mutual, St. Paul; John 
W. Stephens Jr., Massachusetts Mutual, Sa- 
vannah; George W. Stewart, Penn Mutual, 
Pittsburgh; Henry C. Stockman Jr., New Eng- 
land Life, Newark; Roy E. Stringer, State 
Mutual, Detroit. 

Samuel J. Sugar, Penn Mutual, Washington, 
D.C.; S. Roy Swenson, Provident Mutual, New 
York City; Harry E. Thoms Jr., Philadelphia 
Life, Norristown, Pa.; Clarence Edwin Tobias 
Jr., Provident Mutual, Norristown, Pa.; John 
O. Todd, Northwestern Mutual, Chicago; 
Wayne M. Trostle, Massachusetts Mutual, 
Cleveland; Clem C. Tuggle, Travelers, Atchi- 
son, Kan.; Forbes S. Tuttle, Massachusetts 
Mutual, Syracuse; Franklin A. Van Sant, Na- 
tional Guardian, Madison, Wis.; R. B. Walker, 
New York Life, Hollywood, Fla.; David War- 
shawsky, Lincoln National, Cleveland; Leslie 
H. Warshell, Acacia Mutual, Chicago; Roy L. 
Weid, New England Life, Sacramento; Sidney 
Weil, Mutual Benefit Life, Cincinnati; Irving 
Weinberg, Connecticut General, New York 
City; Charles H. Weiss, New England Mutual, 
New York City; Russell C. Whitney, Connecti- 
cut Mutual, Chicago; Lawrence Willet, North- 
western Mutual, Atlanta; Chester A. Williams, 
Connecticut General, Los Angeles; Hans E. 
Wirsing, Equitable Society, New York City; 
Andrew L. Wolf, Business Men's Assurance, 
Flagstaff, Ariz.; Leo L. Wolfson, New York 
Life, Chicago; Harry K. Wolkoff, Northwest- 
ern National, St. Paul; Ervin C. Woller, Central 
Life of Iowa, Milwaukee; Robert D. Wright, 
Bankers Life of Iowa, Alliance, O. 


Life Members 


M. Lee Alberts, Equitable Society, Chicago; 
Eric W. Baker, Canada Life, Toronto; John D. 
Banning, National of Vermont, Chicago; David 
G. Berry, independent, Miami; Robert L. 
Blue, Continental Assurance, Miami; Guy S. 
Burtis, Connecticut General, Chicago; Tressler 
W. Callihan, independent, Boston; Maurice C. 
Chier, Continental Assurance, Milwaukee; 
Quan Lun Ching, Prudential, Honolulu; Robert 
Napier Corrigan, Union Central, Los Angeles; 
Lowell D. Crandon, New England Life, New- 
ark; Harry I. Davis, Massachusetts Mutual, 
Atlanta; Alfred C. Duckett, Northwestern Mu- 
tual, Los Angeles; Gerald A. Eubank, Pruden- 
tial, New York City; David B. Fluegelman, 
Connecticut Mutual, New York City; Carlton 
E. Foster Jr., Franklin Life, Warrington, Fla.; 
Cecil Frankel, Equitable Society, Los Angeles; 
Paul E. Garrett, Ohio National, Spokane; 
Alfred E. Gaumer, California-Western States, 
Red Bluff, Cal.; O. Alfred Granum, North- 
western Mutual, Milwaukee; Louis J. Grayson, 
Travelers, Washington, D. C.; J. Robert Guy, 
Northwestern Mutual, New York City; Carl 
E. Harris, Equitable Society, Chicago; Rolla 
R. Hays Jr., New England Life, Los Angeles; 
Ralph H. Henshaw, Franklin Life, Philadel- 
phia. 

John R. Humphries, Massachusetts Mutual, 
Atlanta; Lambert M. Huppeler, New England 
Life, Boston; Hugo K. L. Hurrelbrinck Jr., 
Northwestern Mutual, Baltimore; Emanuel A. 
Hyman, Mutual of New York, Baltimore; 
John D. E. Jones, Equitable Society, Providence; 
Elmer A. Junker, Mutual of New York, Mo- 
desto, Cal.; Dan A. Kaufman, Northwestern 
Mutual, Evanston, IIl.; Isaac S. Kibrick, New 
York Life, Boston; Stephen L. Klarer, North- 
western Mutual, Milwaukee; Robert Kruh, 
Guardian Life, Newark; Harry Levey, Man- 
hattan Life, Beverly Hills; Wayne L. Lewis, 
Ohio State, Columbus, O.; Kenneth L. Mc- 
Gooden, Northwestern Mutual, McCook, Neb.; 
Louis Meister, Mutual of New York, Hartford; 
Stelios Nickells, United States Life, Tokyo; 


George A. Novell, Prudential, Arcadia, Cal.; 
F. R. Olson, Northwestern Mutual, Minne- 
apolis; Edward J. Parker, Mutual Savings, 


Warrington, Fla.; Ned G. Patrick, Massa- 
chusetts Mutual, Omaha; Albert Phillipson, 
Northwestern Mutual, West Orange, N. J. 
Russell L. Powell, Northwestern Mutual, 
Philadelphia; Robert K. Powers, Massachusetts 
Life, Spokane; Glenn Rifenberg, Mutual Bene- 
fit Life, Three Rivers, Mich.; Adam Rosen- 
thal, General American, St. Louis; Elmer S. 


Rosenthal, General American, St. Louis; 
Walter C. Ross, Guardian Life, Milwaukee; 
Charles H. Schaaff, Massachusetts Mutual, 
Springfield, Mass.; Lowell P. Schwinger, 


Northwestern Mutual, Cedar Rapids; Thomas 
M. Scott, Penn Mutual, Philadelphia; Leon B. 
Sittenfeld, New York Life, Kansas City; 
Ernest H. Slaybaugh, Northwestern Mutual, 
Yonkers, N. Y.; Harold N. Sloane, Continental 
Assurance, New York City; Albert L. Smith, 
Jefferson Standard, Birmingham; Henry C. 
Stockman Sr., New England Life, Newark; 
Clarence J. Strouss Jr., Northwestern Mutual, 
Youngstown, O.; Beecher C. Swaim, Conti- 
nental Assurance, Hartford; Herbert M. 
Swarthout, Mutual Benefit Life, Kansas City; J. 
Harry Veatch, Northwestern Mutual, St. Louis; 
Sam R. Weems, Minnesota Mutual, McAllen, 
Tex.; C. Ralph Weil, Northwestern Mutual, 


Cincinnati; Clyde R. Welman, 
Vermont, Montpelier; Charles P. Woodbury 
American Fidelity, Pensacola, Fla. 

Life & Qualifying, first time 


Jack Arkin, New York Life, Honolulu; Jag 
R. Ashton, New York Life, Denver; Edwarg 
Borg, New York Life, New York City; Jame 
W. Brakebill, Provident Life & Accident, 
Memphis; Felix H. Bray, Commercial & Ip. 
dustrial, Houston; Ernest L. Buchanan, Greg 
Northwest, San Francisco; Matthew Cantor, 
New York Life, Philadelphia; George B. Chap. 
man Jr., Aetna, Cleveland; Gordon Coryelj, 
Mutual of New York, San Francisco; Fred J, 
Cox, Massachusetts Mutual, San _ Antonio; 
Chester A. Duke Jr., New York Life, Towson; 
Md.; David U. Elliott, United Services Life, 
Norfolk, Va.; Albert F. Fiorello, Prudentiaj, 
Detroit; Louis Fish, Mutual Benefit Life, 
Joliet; Frank A. Flory, Massachusetts Mutual, 
Adrian, Mich.; Robert S. Gay, Prudential, 
Detroit; J. A. Ginn Jr., New York Life, Palat. 
ka, Fla.; Albert Greenhouse, Mutual Benefit 
Life, New York City; Warren S. Griffin, Na. 
tional Life of Vermont, Atlanta; Douglas J, 
Hannah, Massachusetts Mutual, Springfield, 
Mass.; Frederick G. Higham, Great-West, 
Philadelphia; Bart Hodges, New York Life, 
Austin, Tex.; Bernard B. Hoffman, Manhattan 
Life, Buffalo; Herbert N. Howard, Occidentaj 
of California, Beverly Hills; Donald A 
Hughes, New York Life, Miami. 

Fred F. Jaeger Jr., Mutual of New York, 
Columbus, O.; Glen J. Johnson, New York 
Life, St. Paul; Robert D. Kaplove, Prudential, 
Union City, N. J.; Otho J. Keller III., New 
York Life, Frederick, Md.; Murray R. King, 
Union Central, New York City; Clayton L, 
Kolvoord, Kansas City Life, Los Angeles; 
Stanley Liss, New York Life, New York City; 
Harry B. Mathewson, Prudential, Honolulu; 
Howard B. Miller, Massachusetts Mutual, 
Springfield, Mass.; John F. Miller, Prudentiai 
ef England, Halifax; Philip L. Miller, Connec- 
ticut Mutual, Toledo; Umberto A. Palo, Pru- 
dential, New Brunswick, N. J.; Philip M. 
Philibosian, Prudential, Oakland; Julian H. 
Pitzele, New York Life, Chicago; Vincent J. 
Quartararo, Pan-American Life, Beaumont, 
Tex.; James B. Russel, Sun Life of Canada, 
Toronto; Leo R. Schuster Jr., General Ameri- 
can, El Paso; Clare G. Sharkey Jr., John 
Hancock, Dayton, O.; Forrest G. Sherer, 
Equitable of Iowa, Terre Haute, Ind.; R. Neal 
Sinclair Jr., American United, Indianapolis; 
Donald E. Stull, Mutual Benefit Life, Dayton, 
O.; Thomas A. Sullivan, New York Life, El 
Paso; Richard H. Tarr, New York Life, Han- 
ford, Cal.; Raymond F. Triplett, New York 
Life, San Jose; Knox Turnbull, Provident 
Mutual, Charlottesville, Va.; James K. Wade, 
New York Life, Beeville, Tex.; Philip A. Wat- 
son, Connecticut Mutual, Chicago; William F. 
White Jr., Union Central, Corpus Christi; 
Earl Winburn, New York Life, Pasadena; Le- 
Roy J. Wolf, New York Life, Portland, Ore.; 
Johnny Wright, Southland Lip Tyler, Tex. 

Qualifying, Repeating 


John H. Ames, Mutual Beefit Life, New 
York City; Clifford R. Andergon, Continental 
Assurance, Middletown, Conn.j Qliver. -Richard 
Aspegren Jr., Ohio National, Chicago; Irving 
Backman, Mutual of New York, Boston; 
John A. Bellows Jr., Northwestern Mutual, 
Tucson; David J. Blatt, Mutual of New York, 
West Palm Beach; Frank E. Brennan, New 
England Life, St. Louis; Al G. Brown, Con- 
federation, Toronto; Edward E. Brown Jr., 
Penn Mutual, Chattanooga; Hubert H. Bury, 
New York Life, Allentown, Pa.; Daniel S. 
Busch, Massachusetts Mutual, New York City; 
Cape G. DeWitt, Northwestern National, 
Houston; Joseph J. Edelstein, Massachus“tis 
Mutual, Garden City, N. Y.; W. Harlow Ed- 
wards, National of Vermont, Louisville; Ed- 
ward A. Fish, New England Life, Louisville; 
D. Allen Fisher, Phoenix Mutual, Schenec- 
tady; Lloyd R. Freeman Jr., Union Central, 
Philadelphia; Harry Gateley Jr., Southwestern, 
Fort Worth; William D. Goldfarb, Southwest- 
ern, El Paso; C. Dean Groth, United Services, 
Honclulu. 

Fred F. Hageman, Equitable Society, Dayton, 
O.; Charles R. Haggard, Fidelity Union, Dal- 
las; Abraham Harris, Equitable Society, New 
York City; John R. Hastie, Mutual of New 
York, Chicago; David T. Hersch, Security Mu- 
tual of New York, New York City; William 
T. Housey Sr., New York Life, New Orleans; 
Sigmund M. Hyman, New England Life, Balti- 
more; Alvin E. Katz, John Hancock, Niagara 
Falls, N. Y.; Maxwell Kaufer, Connecticut 
Mutual, Los Angeles; Jerome Kosovich, New 
York Life, Billings, Mont.; Walter S. Lentz, 
North American Life of Chicago, Honolulu; 
Keith Wilson Loring, National Life of Ver- 





mont, Miami; Paul J. Madden, Connecticut 
Mutual, Philadelphia; Stanislas Marchand, 
Great-West, Quebec; F. Earl Monaco, New 


York Life, Missoula, Mont.; Kirk Parler, Pru- 
dential, Birmingham; Jack Peckinpaugh, In- 
dianapolis Life, Muncie, Ind.; Edmund 
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| walter M. Pierce, Massachusetts Mutual, Mi- 
¥ ami; D. Cc. Pitts Jr., Fidelity Union, Fort 
Worth. 

pas H. Reese Jr., Penn Mutual, Philadel- 
New York 


| phia; Walter L. Richardson Jr., 
2 re Cincinnati; Don Robinson, Business 
© Men's Assurance, Salem, Ore.; Robert E. 


> Rohr, Connecticut General, Hartford; James B. 
Rowe, John Hancock, Charlotte, N. C.; Mrs. 
‘ williemett A. Rowland, Southwestern, San 
Antonio; Rudolph Rowe Jr., Connecticut Gen- 
eral, Denver; Robert E. Scott, Connecticut Mu- 
tual, Kalamazoo; William D. Shelby Jr., Aca- 
cia Mutual, Louisville; Richard P. Smith, Col- 





U; Jack lege Life, Iowa City; Seymour Smoller, New 
Edwar york Life, Chicago; Garland Sponburgh, Old 
Tame American Life, Seattle; Abraham _ Stock, 
ccident, United Benefit, Philadelphia; Fred J. Summer, 
& In prudential, Sacramento; Mills Taylor, Security 
» Great Life & Trust, Charlotte, N. C.; J. Richard 
Cantor, Thomas, Equitable Society, Baltimore; David 
Chap. A. Tyler Jr., Connecticut General, Hartford; 
“oryell, f walter T. Warren, Mutual of New York, 
‘red J, Oceanside, Cal.; Samuel Webber, Imperial 
ntonio; § 1 ite, Toronto; Edward V. Whalen, New York 
Owson; B pife, Chicago; William J. Witherspoon Jr., 
Ss Life, § yew York Life, Billings, Mont.; Burt H. Wul- 
lential fekoetter, Massachusetts Mutual, Cincinnati. 

utes Qualifying, First Time 
lential, John W. Arden, Southwestern, Waxahachie, 
Palat- § Tex.; Charles G. Bethea, State Mutual, At- 
3enefit — janta; James L. Brown, Northwestern Mutual, 
n, Na. § Indianapolis; Lowell C. Camps, John Hancock 
las J, § Mutual, New York City; Thomas S. Duck, 
gfield, § New England Life, Ontario, Cal.; Richard 
-West, § p, Elliott, Massachusetts Mutual, Logansport, 
Life, § tnd; Howard E. English, Lincoln National, 
hattan § chicago; Robert F. Fahey, Prudential, Buffa- 
dental § jo; David W. Fairfield, Northwestern Mutual, 
d A §— chicago; Bev Ficke, National of Vermont, 
Dallas; T. Edward Flanigan, Sun Life of 


York, — Canada, St. Louis; James C. Gentle, Penn 
























































York § Mutual, Philadelphia; Taylor B. Glading, Penn 
ential, # Mutual, Philadelphia; Ralph Johnson, Jefferson 
New | Standard, Dayton, O.; Donald J. Kaiser, Con- 
King. necticut General, Philadelphia; James A. Mc- 
on L Kinnon, New York Life, Albuquerque; Mau- 
geles: rice E. Mitchell, Occidental of California, 
City: Colorado Springs; Joseph Orshan, Equitable 
lulu: | Society, New York City; Elric S. Pinckney, 
tual, Travelers, Aiken, S. C.; Coyel V. Ricketts, 
enti] | Volunteer State Life, Chattanooga; Joseph 
nnec- | Rosenblith, Bankers National, Philadelphia; 
Pru- 0. G. Rowland, Southwestern, San Antonio; 
> M | A.L. Schroeder, United Services, Long Beach, 
nH Cal; Morris Sichel, Massachusetts Mutual, 
nt J. Los Angeles; Herbert E. Skold, New York Life, 
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New York City; Franklin C. Tyson, Connecti- 
cut General, Evanston, Ill.; Glenn A. Whittle, 
American Bankers, Miami; Bernhard A. Wied- 
ermann, Union Central, San Antonio. 


Mutual of N. Y. 1956 
Ordinary Sales Total 
Record $586 Million 


Mutual of New York individual or- 
dinary life sales in 1956 totaled a rec- 
ord $586 million, up 9%, including 
paid-up additions taken in place of 
dividends. 

President Louis W. Dawson said the 
record volume reflected, in part, the 
company’s recent reduction of premi- 
um rates, introduction of new economy 
size policies and liberalization of vari- 
ous coverages. 

Other lines also showed improve- 
ment. Group sales totaled 504 cases 
with annual premium income of $3.2 
million, up 199 cases and up $1.5 mil- 
lion in annual premium income. Indi- 
vidual A&S sales totaled 15.133 new 
policies with new annaul premium in- 
come of $1.3 million, up 1,480 new 
policies and up $200,000 in new annual 
premium income. 


Acacia 1 956 Sales 
Total $162,350,000 


Acacia’s 1956 sales totaled $162,- 
350,000, all of it ordinary life pro- 
duced by agents, making the year the 
second-best on record. 

Insurance in force rose to $1,505,- 
000,000 and assets climbed to ‘$342 
million. Average per-agent production 
rose to $375,000. 

President Howard W. Kacy predicted 
the in force figure will reach $2 bil- 
lion by 1961. 

Attainment of the $1.5 billion mile- 
stone will be celebrated at regional 
meetings to be held soon at Miami 
Beach and Phoenix. 


Pan-Am Sales in 1956 
Total $149 Million 


Pan-American Life’s sales were 
$16.3 million in December, bringing the 
1956 total to $149 million. 

Insurance in force totaled $921 mil- 
lion, up $94 million. Assets were 
$187 million, up 6%. Surplus funds 
amounted to $13,963,296, up 10%. 

' Fifteen new general agencies were 
opened last year. All phases of opera- 
tion were expanded. 


N. C. Dep’t Promotes 
Holt to Life Actuary 


Herbert L. Holt, assistant life ac- 
tuary of the North Carolina insurance 
departrnent for 18 months, has been 
promoted to life actuary. He succeeds 
Robert W. Potts, who resigned to be- 
come vice-president in charge of the 
home office of Sentinel Life, a new 
company at Greensboro. Mr. Holt is a 
former mathematics teacher. 


Nine More Companies Join LIAMA 


Nine more companies have joined 
LIAMA, bringing total membership to 
a record 286. They are American 
Home Life of Topeka, Canadian Pre- 
mier Life of Winnipeg, Continental 
Life of Toronto, National Fidelity Life 
of Kansas City, Olympic National Life 
of Seattle, Peoples Life of Frankfort, 
Ind., and Piedmont Life of Atlanta. 
New associate members are National 
Mutual Life Association of Australa- 
sia, Ltd., of Melbourne, Australia, and 
Siam Service Insurance Co., Ltd., of 
Bangkok, Thailand. 


Retiring Gov. Craig of Indiana has 
been elected a director of American 
Travelers Life of Indianapolis. Harry 
E. Wells, former Indiana commission- 
er, is president of American Travelers. 


Provident L.4A. Passes 
$2 Billion Mark of 
Life in Force in 1956 


Provident Life & Accident has 
passed the $2 billion mark of life in- 
surance in force, the total standing at 
$2,018,056,266 at year’s end. 

The $1 billion mark was reached 
in December, 1952, °35 years after the 
company entered the life  insur- 
ance field. The second billion was 
achieved 48 months later, doubling the 
insurance in force in four years. This 
achievement came on the eve of an- 
other milestone, the company’s 70th 
birthday, which will be observed dur- 
ing 1957. 

President R. L. Maclellan congratu- 
lated the organization for building this 
record. The company. specialized in 
disability insurance until 1917, when 
it entered the life field. 





Maine Group Urges Pension Study 

Maine’s state committee on aging 
has recommended to the legislature a 
study of pension plans which are cur- 
rently in effect. The group urges that 
employers and labor unions participat- 
ing in such plans file an annual re- 


port with the commissioner of labor 
and industry for a period of four years. 
The report would show a description 
of the plan, schedules of contributions 
and benefits, names of trustees or in- 
surers, and participating employers, 
with audits prepared by independent 
accountants. 


Indianapolis Life Issues 
New Low Net Cost Policy 


A new low net cost policy, known as 
the executive protector policy, now is 
being issued by Indianapolis Life. The 
new plan, which is a whole life con- 
tract with premiums fully paid at age 
90, will be issued in amounts of $15,- 
000 or more. Because of the $15,000 
minimum, it permits a low net cost. 
The gross premium is relatively low, 
particularly at higher ages; and cash 
values are high, with values for the 
10th year and after being equal to the 
full net reserve. 


Republic National's $2 Billion Goal 
Republic National Life, which 
achieved $1 billion of life insurance in 
force in 1956, expects to hit a $2 billion 
mark by December, 1959. It was er- 
roneously reported in the Jan. 4 is- 
sue that the company was planning to 
reach the $2 billion figure in 1965. 
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FLEXIBLE OPTIONS 


LE MAJOR MEDICAL 
EED RENEWABLE HOSPITAL AND SURGICAL 
N SUBSTANDARD UNDERWRITING AND REINSURANCE 





Important to the military and equally important to a 
successful life underwriter. Good contracts, competitive 
in price and provisions and covering the entire field of 
income protection, represent the firepower American 
United men enjoy in the field. 


Life contracts with low net costs and low net payments, 
unique special options; a complete A & S Kit covering 
non-can income disability, guaranteed renewable acci- 
dent, sickness and major medical; plus a sales-minded 
group staff make for a lot of firepower. American United 
men can truly offer FULL income protection. 


LOW NET COST SPECIALS 
GROUP RETIREMENT ¢ PENSION TRUSTS 
NON-CANCELABLE DISABILITY 
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LIFE © Benefits never 

decreased 
acconT 
PY Asem SICKNESS | 
DISABILITY with [iit Ahieataed 






© Recurrent disability 
Provision 

© Choose either 2 or 
5-year benefit period 
for each disability 


* No house confine- 
ment necessary 


LIFE 


AND ACCIDENT INSURANCE COMPANY 
CONCORD NEW HAMPSHIRE 


optional HOSPITAL 


Pe hag & Ns rider 





Send for sample sales promotion kit on this new All-In-One 
Package. Write H. V. Staehle, Jr., C.L.U., Field Management 
V. Pres., United Life, 5 White St., Concord, N. H. STATES SERVED: 
Conn., Del., D. C., La., Me., Md., Mass., Mich., N. H., N. J.. 
N. C., Ohio, Pa., R. I., S. C., Vt., Va. 


Preferred Risk Ordinary Life Estate Builder Plan 
Preferred Risk 20-pay Life Term Insurance 
Life Paid-up at 65 








TEMPORARY © 
OFFICE HELP? {J 


CALL 
manpower, inc. 


a =—sFOR 2. 
& TYPISTS, STENOS, “egg 
@) OFFICE WORKERS 


Use our trained employees at low 
hourly rates. We'll work in your office 


for any length of time — 4 hrs., a 
day, a week or longer. 


We specialize in: 
@ POLICY TYPING 
e@ CALCULATING 

@ MAILING SERVICE 


> Manpower, inc. 
820 N. Plankinton Ave., Milwaukee, Wis. 


Write for free booklet 
"The Inside Story of Temporary Help"' 


Over 100 Offices Coast-to-Coast 
















1952-55 Scheduled Flying Fatality Rate Below 1951-54 


(CONTINUED FROM PAGE 7) 





subsequent flying hazard. No signifi- 
cant difference was found, however. 

In these classes the figures show a 
steady increase in fatality rate with 
increase in apparent annual flying 
time but for the issues of 1946-1949 
the fatality rate among those flying 
300 or more hours in the 12 months 
preceding issue, namely, 3.0 per 1,000, 
based on eight deaths, was lower than 
those flying 200-299 hours, namely, 
5.2 per 1,000, based on 17 deaths. 

The experience on standard issues 
to pilots is not yet great enough to 
yield significant results. 

The combined experience in the first 
policy year on student pilots and on 
pilots having a private certificate but 
less than 100 solo hours have a death 
rate of 1.1 per 1,000, or about the 
same as the rate in all policy years for 
pilots flying only for pleasure or per- 
sonal business and having flown less 
than 50 hours in the 12 months pre- 
ceding application. This rate was based 
on seven deaths. 

In the military classes the rates for 
exposures of July, 1953, and later are 
in general slightly lower than the non- 
combat death rates for the earlier pe- 
riods. Pilot death rates per 1,000 years 
of exposure, issues of July 1, 1953, 
and later, are: Attained age 25-29 with 
800 or more solo hours, 6.0 in air force 


i and 4.7 in navy; all others, 5.6 in air 


force and 8.2 navy; age 30-34, 3.6 in 
air force and 6.2 in navy; 35 and over, 
3.3 in air force and 3.9 in navy. 

For all non-pilot crew members of 
the U.S. army or air force, exposures 
of Jan. 1, 1946, to June 30, 1956, the 
non-combat fatality rate was 4.9 per 
1,000. 

In recent exposure years the non- 
combat fatality rates of insured mili- 
tary pilots under age 25 have tended 
to be lower than those for all such 
pilots in the same age group. For ex- 
posures since July 1, 1953 there were 
too few deaths in this age group to be 
significant, but for the period July 1, 
1950 to 1953 the significant rates are: 
U.S. air force, less than 800 solo hours, 
18.7; U.S. navy, 800 or more solo hours, 
14.2, and less than 80 solo hours, 
15.5. 


The fatality rate of military studen 
pilots in the first policy year was }) 
per 1,000 with 11 deaths. This is ; 
little greater than the recent fatality 
rates of all military student pilots by 
a little less than the rate for all suc 
pilots in advanced training. 

Fatality rates in classes not dis. 
cussed above were not materially 
changed from the latest previoys 
study. 

Civil Aeronautics Administration, 
meanwhile, has reported that the com. 
mercial airlines bettered their safety 
record this year, compared to 1955, 
while non-scheduled carriers went in. 
to the final week of 1956 without 
single passenger fatality. 

The safety mark for domestic sched. 
uled airlines was estimated at 0,6) 
fatalities per 100 million passenger 
miles, compared with 6.76 in 1955, 
There were no passenger fatalities jp 
U.S. international flying and the nop. 
scheduled airlines operating domestic. 
ally and overseas have not reported 2 
passenger death since Nov. 17, 1955, 
CAA estimated the non-scheduled car. 
riers have flown 1.4 billion revenye 
passenger miles since the last fatality, 
Scheduled lines recorded many more 
passenger miles in the same period. 

Domestic revenue passenger miles 
in 1956 were estimated at 22 billion, 
up 13%, while international passenger 
miles was 5 billion, up 15%. The tota 
number of scheduled airline passen- 
gers increased 11% in 1956 to an es- 
timated 45,880,000. 

CAA was asked in 1956 to approve 
more jet engine projects than conven- 
tional piston engine designs, the jet 
applications leading 21-18. 





Labor Dept. May Issue Booklet 
on Life Agent's Career for Women 


The women’s bureau of Department 
of Labor is considering publication of 
a booklet on “life underwriting as a 
career for women.” Committee of 
Women Underwriters of National 
Assn. of Life Underwriters has asked 
this be done. The committee is coop- 
erating with the department in gath- 
ering material for use in such a book- 
let, should the department decide to 
issue it. 








HAWAII—‘56 


STATES AND HAWAII. 
STAY, 








SANTA BARBARA—‘57 


That's the convention schedule for qualified agents of Pacific Nationel 
Life. Open the door to a Pacific National Life general agent career 
for yourself. You'll enjoy non-contributory pension plan and top com 
mission contracts as an agent of @ progressive company. How about 
you? If interested, write to: Kenneth W. Cring, Vice-Pres. & 
* Supt. of Agents. Travel on the winning team, NOW. TEN WESTERN 


are you on the 
outside looking in? 


LAKE LOUISE—'S8 


7 PACIFIC NATIONAL LIFE 
phosurance (2. 


Home office: 411 East South Temple, Salt Lake City, Utah 
Ray H. Peterson, Pres. Kenneth W. Cring, V. P. & Supt, of Agents 
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HOME OFFICE CHANGES 





Republic National Life 

A number of promotions in the 

ency division have been made by 
Republic National Life. 

The agency division has been re- 
organized into five sections. James 
Gaiioway and Howard Channell have 
been advanced to associate director of 
agencies in charge of general agency 
section and branch office section re- 
spectively. Other section heads are: 
Lyman E. King, training; Allen Cure- 
ton, A&S sales; and Robert Caprielian, 
home office personnel. The branch of- 
fice section has been divided into three 
regions with J. Pete Robinson, recent- 
ly arrived from Wichita Falls, Tex. as 
southeastern regional superintendent. 
Other regional superintendents are 
Jack Harris, midwestern, and Donald 
Clark, southwestern. 

The company’s brokerage activities, 
formerly handled in the agency divi- 
sion, are now conducted by a separate 
department headed by Edward R. Na- 
dalin, director of brokerage. Arthur 
Ellis, will assist in general agency and 
prokerage operations. John F. Daniels 
has been advanced to assistant vice- 
president in charge of brokerage un- 
derwriting. 

Bill P. Williams, with Republic Na- 
tional Life for one year, has been 
named office manager of the group 
division. 


Union Mutual Life 


B. Richard Markham, assistant di- 
rector of agencies and director of 
training, has been promoted to direc- 
tor of agencies; Robert C. Webb, as- 
sistant director of agencies, has been 
appointed director of agencies, mid- 
west division, at Chicago; and C. Rob- 
ert Fiscus, assistant director of train- 
ing, has been named regional field 
supervisor at Los Angeles. Mr. Mark- 
ham joined Union Mutual as director 
of training in 1950. He previously had 
been manager of Union Central at Mi- 
ami and in Maine. Before joining the 
company as supervisor of agencies in 
1953, Mr. Webb had been district agent 
of American National Life. Mr. Fiscus 
joined the company in 1954, after three 
years with Bankers Life of Nebraska 
at Pittsburgh. 


Responsibilities for the group divi-. 


sion have been realigned to promote 
more efficient servicing of the grow- 
ing group volume. Charles H. Seavey, 
2nd vice-president since 1954, will be 
in charge of administering the group 
department. Group sales will continue 
under the direction of vice-president 
Robert C. Russ. To further expedite 
group service, A. Douglas Hitchcox 
has been appointed to the newly cre- 
ated post of group actuary. Stanwood 
E. Fisher, assistant claims manager, 
has been named acting claims manag- 
er to handle payment of all group and 
individual A&S claims. Mr. Seavey 
joined the company in 1934 Mr. Hitch- 
cox came to Union Mutual in 1956 
from Imperial Life of Toronto. Mr. 
ere joined the home office agency 
in 1946. 


Equitable Society 

Thomas E. O’Connor has been ap- 
pointed assistant director of the pen- 
Sion trust division. He has been sen- 
lor consultant in Equitable’s special 
services division. He is a lawyer and 
CLU. 

Frank J. Quirk, assistant superin- 
tendent in the agency department 
since 1952, has been named assistant 
to S. A. Burgess, agency vice-presi- 
dent, to succeed William W. Cramer, 
who has been appointed assistant 
Manager at Houston. John L. Spencer, 
agency assistant since 1952, succeeds 
Mr. Quirk as assistant superintendent. 
Mr. Quirk, a CLU, joined the agency 


department in 1926, becoming assist- 
ant to the head of the contract and 
service division in 1948 and agency 
assistant in 1949. Mr. Spencer, a CLU 
associate, joined Equitable Society’s 
controller’s department in 1923 and 
went to the contract and service divi- 
sion in 1946. 

Dr. Robert Stock has been named as- 
sistant medical director in Equitable 
Society’s medical department. He has 
been attending physician at St. Barna- 
bas hospital, Bronx, N. Y 

These unit managers have been 
named by Equitable Society: Richard 
J. Conover and Raymond R. Pettypool, 
Detroit; Elwood C. Davis, Scranton; 
Francis T. Henderson Jr., San Anto- 
nio; Joseph A. Knight and William 
Wallach, New York City; William W. 
Nebb, Plainfield, N.J.; Russell G. Price, 
Provo, Utah; Richard A. Scott, Phila- 
delphia; Frank H. White, Los Angeles; 
and Jacob S. Zimmerman, Baltimore. 


Atlantic Life 

Charles L. White, general agent of 
Atlantic Life at 
Warwick, Va.,, 
since 1953, has 
been _ appointed 
agency supervisor 
at the home office 
to succeed George 
E. Lescure Jr., 
who has been 
named general 
agent at Peters- 
burg, Va. Frank S. 
J. McIntosh suc- 
ceeds Mr. White at 
Warwick. Stanley 
D. Smith Jr. who 
has been with At- 
lantic at Princeton, W. Va., since en- 
tering the business in 1955, has been 
named field training assistant at the 
home office. Mr. White entered the 
business at Tidewater, Va., after naval 
service in World War II. 


Aetna Life 

William A. Waldie has been named 
agency assistant to serve as instructor 
in the home office training school. He 
joined Aetna Life at Omaha in 1954 
as assistant supervisor. 





C. L. White 


Life of Virginia 

Life of Virginia’s sales promotion 
activities have been placed under the 
supervision of the public relations di- 
vision, headed by John Moyler Jr., 2nd 
vice-president. Robert B. Lancaster, 
director of publicity and advertising 
assistant, has been named director of 
sales promotion. He will also edit a 
monthly news letter to field managers. 
J. Robert Nolley Jr , editor of the in- 
ternal house organ, will assume re- 
sponsibility for publicity and assist in 
advertising. He will be aided in these 
duties, and in editing Licova News, 
by Miss Joann Spitler, an underwriter 
in the new business department for 
the past 18 months. Mr. Lancaster has 
been with the company since 1928. 


Pan-American Life 


W. Dick Pfeffer and Raymond A. 
Nolan have been promoted to sec- 
retary and treasurer, respectively. The 
title of Franz Hindermann, vice-presi- 
dent, secretary, was changed to vice- 
president, secretary, board of directors 
and committees. The title of Waldo E. 
Francois, assistant treasurer and mor- 
tgage loan department, was changed 
to manager, mortgage loan department. 
The title changes were made to indi- 
cate more clearly their responsibilities. 
Mr. Pfeffer, treasurer since 1955, join- 
ed Pan-American’s investment depart- 
ment in 1918. Mr. Nolan joined the 
new business department in 1930, be- 





coming assistant treasurer in 1948 and 
assistant treasurer and manager, bond 
department in 1955. 


First Colony Life 


Jay Seibel has been appointed pub- 
lic relations-ad- 
vertising director. 
He was program 
manager of Old 
Dominion Broad- 
casting Corp. of 
Lynchburg, Va., 
from 1947 to 1950. 
He was an account 
executive for radio 
stations in Holly- 
wood and Pasa- 
dena from 1950 to 
1953 when he left 
to travel for a 
wholesale sporting 
goods company in 
Los Angeles. He was with Federal 
Cartridge Corp. of Minneapolis as sales 
and public relations representative in 
five southwestern states before joining 
First Colony. 


Jay Seibel 


Penn Mutual 

Herbert Adam, John M. Huebner 
and Charles E. Rickards have been 
elected senior vice-presidents. Paul 
M. Ingersoll, former assistant secre- 


tary, has been appointed assistant to 
the president. Wilkins S. Thomson 
has been promoted from assistant to 
associate supervisor of applications. 
John K. Cooney has been named as- 
sistant supervisor of claims. Robert 
H. Smith has been promoted from 
actuarial supervisor to senior actuari- 
al assistant. 


Connecticut General 

Robert J. Alley has been appointed 
an assistant secretary in the life 
underwriting department. He joined 
Connecticut General at Hartford in 
1948 and has been a senior underwrit- 
er since 1953. 


Atlantic Coast Life 

Atlantic Coast Life of Charleston, 
S. C., has elected Y. Wilcox Scarbor- 
ough Jr. president to succeed his father, 
co-founder of the company, who died 
recently. Another son, Robert B. Scar- 
borough, secretary, was elected secre- 
tary-treasurer. 


Bankers National Life 

Robert M. Spear has been appointed 
investment analyst in the investment 
department of Bankers National Life. 
He has been with Fidelity Union Trust 
Co. of Newark for three years. 





ecurity, with Equitable Life of Iowa, begins at home. 
Thus for the past 19 years, the Company has provided 

its career field underwriters with generous benefit plans for 
the greater security of their families and themselves. These 
plans, detailed in this booklet recently distributed to its 
field force, provide complete coverage of accident and sick- 
ness, hospital, hospital-medical, surgical and major med- 


- ical expense, 






and death. In addition, 


career agents are assured continuing income 
after reaching retirement age. 


gullible 
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CHANGES IN THE FIELD 





Atlantic Life 


George E. Lescure Jr., agency super- 
visor at the home office since 1955, 
has been named general agent at Pe- 
tersburg, Va., to succeed Cary S. Zeh- 
mer, who has been transferred to Fort 
Pierce, Fla., to head a general agency. 
Frank S. J. McIntosh has been named 
general agent at Warwick, Va., to suc- 
ceed Charles L. White, who has been 
appointed agency supervisor. Mr_ Les- 
cure joined Atlantic Life at Hopewell, 
Va., in 1946 and was promoted to field 
supervisor in Virginia in 1953, Mr. 
Zehmer entered the business with At- 
lantic in 1945 and was named general 
agent at Petersburg in 1950. He is a 
CLU. Mr. McIntosh entered the busi- 
ness four years ago and has operated 
a brokerage business at Warwick. 


Prudential 

Richard L. Miller has been appoint- 
ed executive general manager of the 
group pension department at Newark. 
He has been director of administra- 
tion for the Canadian head office in 
Toronto since 1953. He joined Pru- 


dential as an actuarial student in 1932. 
He is a fellow of Society of Actuaries. 


Security-Connecticut Life 


Prescott Murphy and John R. Kelley 
have been appointed general agents 
in Baton Rouge, La. Mr. Murphy start- 
ed his own agency in 1935. Mr. Kelley 
began his insurance career last year 
as an agent. The Murphy-Kelley agen- 
cy of Security-Connecticut Life is at 
856 Florida street. 


Paul Revere 

Arthur J. Muller has been named 
general agent at Yakima, Wash. to suc- 
ceed Leonard B. Swaffard, who will 
continue with Paul Revere and Massa- 
chusetts Protective as a personal pro- 
ducer. Mr. Muller entered the business 
with Prudential in 1951 and advanced 
to division manager. 


John Hancock 


John Bishop has been promoted to 
associate general agent of Hancock’s 
Pitcher agency in Boston. He has been 
assistant general agent since 1953. 
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Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 





COORDINATOR OF SALES 


_. AMERICAN NATIONAL 


INSURANCE Co. 


GALVESTON, TEXAS 





MORE THAN 3 BILLIONS SOO MILLIONS OF INSURANCE iN FORCE 


New England Life 

Martin C. Carey has been named 
brokerage manager of New England’s 
Geiger agency at New York. He has 
been with Connecticut General and 
State Mutual in New York and Boston 
since entering the business in 1950. 


Equitable of lowa 

Henry H. Seidel has been appointed 
general agent for 
Equitable of Iowa 
at Rochester, N.Y. 
He was formerly 
with Phoenix Mu- 
tual Life in Buf- 
falo, initially as 
office manager 
and cashier, and 
more recently as 





{Xx assistant in re- 
% cruiting and train- 
H. H. Seidel ing. 


Life of Virginia 

Edward T. White has been appointed 
district manager at Roanoke to succeed 
Raymond E. McCann, who has been 
transferred to the home office as an 
agency officer. Mr. White has been 
with Life of Virginia for nine years, 
the past three as manager at Covington, 
Va. Rosser J. Pettit Jr. has been ap- 
pointed district manager at Covington 
to succeed Mr. White. For the past 
two years Mr. Pettit has been field 
training supervisor. He joined the com- 
pany at Portsmouth, Va. in 1942. 

Joseph M. Carter, district manager 
at Portsmouth, has retired after 40 
years’ field service in Virginia and 
North Carolina. Thomas L. Pinkerton, 
associate district manager at Atlanta, 
has retired after 32 years with the 
company in Atlanta. 


Equitable Society 


William W. Cramer, assistant for 
the past year to S. A. Burgess, agency 
vice-president, has been named as- 
sistant manager at Houston. Mr. Cra- 
mer, a CLU, joined Equitable Society 
as a cashier training student at Den- 
ver in 1938, becoming assistant to the 
director of group annuities in 1951 and 
individual A&S director in 1952. 


Union Mutual Life 


Brett Elliott has been named Union 
Mutual’s sales and service representa- 
tive in the New York regional group 
office. In 1946, he was named manag- 
er of Perrin Durbrow Life Associates, 
then general agents of Union Mutual 
at New York. He went to the Siegel 
agency in New York when it was es- 
tablished, and has been a supervisor 
since 1952. 


United Life & Accident 


Alfred R. Rose, supervisor in the 
Hartenberg agency at _ Bridgeport, 
Conn., since 1952, has beer promoted 
to associate general agent. Before 
joining United L.&A., he was assistant 
district manager of John Hancock, aft- 
er having been the company’s leading 
unit manager for two _ consecutive 
years. 


Mutual Trust Life 


James T. Pratt, has been named 
general agent at Sioux City, succeed- 
ing A. N. Carlson, who joined Mutual 
Trust in 1920 and has: been general 
agent at Sioux City since 1936. Mr. 
Carlson will continue writing personal 
business as general agent emeritus. 
Prior to joining Mutual Trust, Mr. 
Pratt was in insurance for seven years 
at Los Angeles. 


Aetna Life 


Roland M. Villeneuve has been ap- 
pointed assistant general agent of the 
McMahon agency at Detroit. He at- 
tended a special training course at 
Aetna’s home office. 
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RECORDS 





Chalks up Life, A&S, 
Group Records in 1956 


General American Life set new all. 


time records in 1956 in the sale of 
ordinary, group life, and A&S. Ordi- 
nary sales soared to $112,576,002 for 
the year—$26,166,602 or 30.3% above 
1955, the company’s previous best 
year. The 1956 ordinary sales were 
nearly four times as large as the total 
ordinary sales in 1949. 

Group life sales totaled $201,082,097 


in 1956—$70,520,264 or 54% more than | 


non-government group life sales in 
1955. In 1954-55 General American had 
government group sales of $220,762,. 
600. A&S premiums in 1956 totaled 
$877,979.87, a 14.4% increase over 1955, 

Of the total A&S premiums paid in 
1956, $206,013.30 represented new 
sales, which was a 15.4% increase over 
1956 new sales of $178,513.24. 


Minnesota Mutual Sales 
Top $264 Million in ‘56 


Minnesota Mutual Life’s new ordi- 
nary business for December amounted 
to $40,340,215, with a large back log 
of unexamined business. New group 
clearing December was $41,619,141, 
bringing the new business total for 
December to $62,066,388. Ordinary for 
1956 was $122,320,935, and group for 
the year amounted to $142,083,926, 
which put over-all paid for business 
for the year at $264,404,861. The year’s 
production figure has been described 
by the company as “wonderful,” and 
meets all production objectives. The 
company expects its final insurance 
in force figure for 1956 to approxi- 
mate $1,650,000,000. 


Northwestern Mutual Life 
Sales Up $100 Million 


With total sales of more than $696 
million in 1956, Northwestern Mutual 
Life enters its centennial year with 
its fifth consecutive all-time record in 
annual sales. 

Year-end figures show 1956 sales 
were up 16.77% from 1955, the past 
previous record high for the company. 
Dollar-wise, 1956 sales were $99,984,- 
559 above those for 1955. 

December sales of more than $67 
million helped make the past year the 
largest in 99 years. Sales leader for 
the month among the company’s 91 
general agencies nation-wide was C. 
R. Eckert, Detroit. In second and third 
place respectively were J. R. Mage, 
Los Angeles, and Stumm & Roeder, 
Aurora, II]. 


Lutheran Mutual Sales 
Jump 35% in 1956 


Luthern Mutual had record sales of 
$47,476,971 in 1956, a gain of $12,715,- 
637 over last year’s business and a 
percentage increase of 35%. Several 
other records were broken during the 
year. In each of the 12 months, more 
insurance was sold than during the 
same months of any preceding year. 
October was the company’s _ biggest 
month with an excess of $5,336,032 
in sales. 


NATIONAL LIFE OF VERMONT— 
Sales in 1956 totaled a record $237 
million, up 13%, making it the fifth 
consecutive year that a new sales rec- 
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ord was set. Annualized premiums 
amounted to $8,515,362, up 7%. The 
top agencies in order of sales volume 
were Atlanta, Hodes at New York, Chi- 
cago, Los Angeles, Manchester, N. H., 
New Canaan, Conn., Hartford, Roa- 
noke, Cleveland, and Detroit. 
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(CONTINUED FROM PAGE 1) 
opinion of these officials, if insurance is to escape federal regulation. The best 
way to obtain enforcement, they believe, is for state commissioners to “stay in 
their home states and attend to the knitting,” as one official put it, “instead 
of attending conventions and meetings and glad-handing each other.” 


Seek Tax Relief for Debit Men 


Three life insurance associations have asked the Internal Revenue Service 
to clarify the income tax status of debit men, arguing that debit men are out- 
side salesmen within the meaning of proposed revenue regulations and therefore 
eligible for business expense deductions in their income tax returns. IRS of- 
ficials have held that debit men were not outside salesmen within the meaning 
of the proposed regulations. The three life associations confering with IRS in 
the tax interest of some 100,000 debit men in the U. S. were American Life 
Convention, Life Insurance Assn. of America and National Assn. of Life Un- 
derwriters. Solicitation of established clientele and acceptance of renewal 
premiums should in no way be regarded as detracting from the debit man’s 
status as an outside salesman, said LIA-ALC-NALU, pointing out that the value 
of the debit lies in sales, not in purely mechanical contacts with policyholders. 
More details on this will be reported in next week’s issue. 














Four Midwest Superintendents Named 
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ing president. Mercury’s home office 
address is the same as the law firm of 
Jonas & Jonas. It specializes in sub- 
standard fire business on dwellings, 
apartments and mercantiles in Cook 
county only, writes a small amount of 
sub-standard automobile PHD, and is 
admitted in Indiana but does no busi- 
ness there. The company was organ- 
ized in 1948 by Seymour Orner as 
La Salle F.&M. Mutual. 

Capitol Casualty Mutual is a plate 
glass speciaity company. Mr. Gerber 








Offer to Trade Stock 
with Capitol of Denver 


Associates Investment Co. of South 
Bend has filed a statement with Se- 
curities & Exchange Commission seek- 
ing registration of 85,000 shares of 
$10 par value common stock which 
it will offer in exchange for issued 
and outstanding common stock of Cap- 
itol Life of Denver on the basis of 
34 shares of Associates Investment 
stock for each share of Capitol. 

The purpose of the exchange offer 
is to acquire all the issued and out- 
standing common stock of Capitol and 
thus obtain a fully operating life in- 
surance subsidiary, according to SEC. 
Clarence J. Daly, president, principal 
stockholder of Capitol, has accepted 
the offer on his own behalf. He and 
his family own or control 60% of the 
2,500 shares of outstanding Capitol 
stock. Another 12% is held by board 
members and directors of Capitol, who 
have expressed willingness to accept 
the offer, SEC said. 





VA Lets Assignment Test 
Case Appeal Date Pass 


The Veterans Administration has 
not filed for a rehearing in U. S. vs 
St. Paul-Mercury Indemnity, the test 
case on assignment of hospital bene- 
fits to the VA. Failure of the govern- 
ment to file a motion for a rehearing 
within 20 days after the decision of 
the U. S. court of appeals at St. Louis 
Makes it appear certain that no ap- 
peal will or can be taken to a higher 
court. 

The issue was whether veterans re- 
ceiving free services in a VA hospital 
after having signed a pauper’s oath 
could then assign benefits under their 
hospitalization coverages to the VA. 
The companies protested that if the 
veteran incurred no liability the in- 
surers did not either. 





was attorney for President Roger M. 
Tauman in 1953 when Mr. Tauman 
and others took over the charter, and 
Mr. Gerber became secretary. He is in 
the process of resigning from that po- 
sition. According to President Donald 
C. Peterson of Mercury Mutual, Mr. 
Gerber resigned from that company 
about Dec. 31. 

Mr. McCarthy is a protege of George 
Barrett, former Illinois attorney-gen- 
eral, whose brother, Robert, was di- 
rector for two years until his death 
and Mr. McCarthy took over. The in- 
surance business had a difficult time 
with Messrs. Barrett and McCarthy, 
and the situation culminated during 
the last election campaign in an ex- 
pose in the St. Louis Post-Dispatch in 
which was emphasized the connection 
between George Barrett and Mr. Mc- 
Carthy. 

Mr. Gerber is known to have ex- 
pressed criticism of the conduct of the 
Illinois department under the admin- 
istration of his predecessor. 

Mr. Gerber was reported to have 
told newspapermen that he would “not 
be influenced by former attorney-gen- 
eral George F. Barrett in the opera- 
tion of the insurance department.” 


Palmer in Indiana 

Appointment of Alden C. Palmer, 
chairman of the board, Insurance Re- 
search & Review Service, Indianapo- 
lis, and a resident of Danville, IIll., as 
Indiana commissioner was announced 
on Tuesday, day after the inaugura- 
tion of Gov. Harold W. Handley. Selec- 
tion of Palmer, a “dark horse” whose 
name had not been mentioned in the 
hot race for the appointment that has 
been going on in the state since 
Handley’s election in November, was 
based largely on the facts that he has 
no political connections with either of 
the two warring factions of the Re- 
publican party in the state, has never 
before held a political office, and has 
no connection with any company. 

An Indiana university law graduate 
who has never practiced law, Palmer, 
after experience in the newspaper 
field, first became connectd with the 
insurance business when he joined the 
R & R staff in 1919, a few years after 
it was formed by the late Mansur 
Oakes, a Rough Notes Co. employe. 

Leaving R & R in 1927, he became 
general agent for the old Peoria Life 
in Philadelphia, going with the Home 
Life of N. Y. in the same capacity in 


Minneapolis in 1931. Returning to 
R & R in 1936, he became director of 
that company’s training course divi- 
sion. Made vice-president also in 
1941, he became chairman of the board 
after the death of Paul Speicher, R & R 
president. 

Widely known in the life business 
as a speaker and lecturer, Palmer was 
in charge of the old “Purdue short 
course,” which eventually developed 
into the Purdue institute of life insur- 
ance marketing. He is credited as be- 
ing the “father” of the institute. 

Palmer is author of one book, “The 
Recruiting Process,” and of numerous 
phamplets, booklets, and studies on 
life insurance. 

Palmer stated that he plans no per- 
sonnel shake-up in the department 
but will retain all key employes -who 
wish to stay. He further made the 
specific statement that he would re- 
tain Clyde Ingle, chief examiner, who 
was a major contender for the com- 
missioner’s post. 

In general, Palmer is expected to 
continue the policies of W. J. Davey, 
retiring commissioner, considered by 
the business in Indiana, life and prop- 
erty, companies and agencies alike, to 
have been one of the most outstand- 
ing and effective commissioners in 
years. He also plans to carry through 
on a plan of complete reorganization 
of the department blue-printed by 
Davey. Davey had already gone over 
the plan with Handley before the new 
governor took office and has reported 
a favorable reaction from him. 


Palmer will also push for the bi- 
annum budget prepared by Davey be- 
fore leaving office and calling for an 
increase in appropriation from $162,- 
500 a year to approximately $250,000. 
This will still leave the Indiana de- 
partment well under the national av- 
erage in the amount of money retained 
from insurance taxes and fees. The 
national average, according to Profes- 
sor N. R. Roos, University of Arizona, 
who reported a study of 46 states at 
the American Association ofUniver- 
sity Teachers of Insurance meeting in 
December, is 4.3%. The Indiana appro- 
priation for the past two years has 
been 2.1%. The requested budget 
would be 3.1%. 


Bennett in lowa 


DES MOINES—The name of the in- 
cumbent Iowa insurance commission- 
er, Oliver P. Bennett, was sent to the 
senate of the Iowa legislature for con- 
firmation by Gov. Leo Hoegh, who 
leaves office Thursday. The appoint- 
ment was confirmed. 

Unless Hoegh had sent Mr. Ben- 
nett’s name to the senate the interim 
appointment under which he is serv- 
ing would have ended in 30 days. _ 

Due to the fact that the Republican 
governor will be succeeded by a Dem- 
ocrat Thursday, the appointment 
would have gone to a Democrat if 
Hoegh hadn’t acted. 

Mr. Bennett, a Mapleton, Ia., law- 
yer, was named commissioner on Oct. 
12, 1955, following the death of 
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VA Erred in Deducting Premium Advances 
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admitted giving to inquiries at the 
time the 1940 act was in effect, stating 
that the act contained no provision for 
repayment in excess of the cash value. 

Completely justifying the faith of 
the agents who sold insurance on the 
assumption that the buyer was incur- 
ring ‘no liability beyond cash values, 
the Supreme Court concluded its opin- 
ion with these words: 

“Tf the legislative history of the 1942 
act indicates anything, it is that Con- 
gress thought that it was changing the 
law by changing the language of the 
act. This contract prepared by the Vet- 
erans Administration contained no 
suggestion to soldiers that they would 
be expected to reimburse the govern- 
ment for its payment of premiums if 
they permitted the policies to lapse. 
Had the Veterans Administration con- 


strued the act as imposing such liabil- 
ity on soldiers, we think it would have 
mentioned the obligation in the con- 
tract that it asked them to sign. 

“Congress passed the 1918 and 1940 
acts at a time when men were being 
called from civilian life into the Army 
in the face of impending war. Great 
efforts were made to ease the burdens 
on these men and their dependents. 
Among these the government gener- 
ously provided family allotments,. dis- 
ability payments, and low-cost govern- 
ment insurance. Similarly, the provi- 
sions under consideration here were 
adopted to assist soldiers who had 
bought insurance before entering the 
Army and did not require them to re- 
imburse the government.” 

The Veterans Administration’s in- 
sistence on repayments has - always 








WANT ADS 








to make payment in advance. 


Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 


THE NATIONAL UNDERWRITER—LIFE EDITION 











LIFE ACCOUNTING 
OPPORTUNITY 


| Are you experienced with paying life in- 
} durance commissions and handling premium 
:¢ollections? Are you capable of heading 
a small section which handles all phases of 
life insurance accounting? Are you ambi- 
tious to guide a life accounting operation 
as it grows into punched card procedures 
and to greater departmental size? This po- 
sition is in the accounting division of an 
established New England multiple-line in- 
surance company with a fast growing life 
affiliate. 

If you are under 35 years old, send an 
outline of your experience to Box S-28, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








WANTED 


ACTUARIAL STUDENT. An excellent opportunity 
for an ambitious young man who has passed 
three or four Parts and is anxious to continue 
his studies and at the same time obtain good 
practical knowledge of all phases of both Life 
and Accident and Health insurance in a stock 
company. Suburban location where the work 
will be interesting and énjoyable. Good salary 
for right man. Write: E. Hardebeck, Vice Presi- 
‘dent, Bankers National Life Insurance Company, 
One Sunset Avenue, Montclair, New Jersey. 
Reply strictly confidential. 








HOME OFFICE TRAINING EXECUTIVE 


DESIRES. A medium sized Midwest combina- 
tion company writing both life and health and 
| accident, desires an aggressive, field trained, 
| life underwriter for a new opening in key posi- 
tion. Address Box S-25, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








ASSOCIATE ACTUARY 


A young man to work under Consulting Actuary 
temporarily, with prospect of becoming Chief 
Actuary. Our Actuarial Department is well- 
staffed with clerical help, and if you have nof 
passed al! examinations but are working to that 
end, you should be able to fill the position. 
Company 36 years old; $140,000,000.00 ordinary 
business only; top rating in Best's Life Reports; 
Home Office, Dallas, Texas; licensed in three 
states; wonderful opportunity. 

Send full information and suggested salary to 
Box S-5, c/o The National Underwriter Co., 175 
W. Jackson Bivd., Chicago 4, Ill. All replies 
confidential. 








WANTED 


Busi M for trade association: 





70,000 members. 
and business operation, handle conventions 


Familiar with financial 


and general charge of business operation. 
Experience in business of a large agency or | 
insurance company preferred. Address Box 
NY-58, Advertising Dept., c/o The National 
Underwriter Co., 99 John St., New York 
38, N. Y. j 








AN OPENING FOR: 
Young Actuarial student, 3 exams, techni- 
cal work in Actuarial Department of mul- 
tiple line smaller company. Small city 
location. Write Box S-27, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill 








FOR sa hd _— TERM 


In South Central Michtecn all or any part of 
50,000 square feet of light airy office space. 
Ideal for central control office of insurance. 
) cnongenae available in area—ideal living condi- 
ons. 

Reply to: W. R. MURPHY, SPARTON CORPO- 
RATION, Jackson, Michigan. 








WANTED 


Associate, aged 25-35, minimum of three years’ 
experience in Ordinary Life, to head Actuarial 
research and statement unit for progressive 
medium sized company in small eastern com- 
munity. Starting salary commensurate with ex- 
perience and training. Address Box S-22, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 





ACTUARY WANTED 


Associate or Fellow, by Chicago Consulting 
Firm. Excellent opportunity. Salary open. 
Our own staff knows of this ad. Address 
Box S-32, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 














seemed unjustified and impossible to 
understand, in the light of prior deni- 
als by VA officials that there could, be 
any excess liability under the 1940 act. 

Harold W. Breining, the assistant 
‘VA administrator who had charge of 
NSLI, told the House Military Affairs 
Committee May 25, 1942 that “if there 
is a default there would not be any 
liability for the whole amount in ex- 
cess of the cash value, under the pres- 
ent construction of existing law.” 


A telegraphed reply from H. L. Mc- 
Coy of the Veterans Administration: to 
Stewart Heinig, agent of New York 
Life at New York, said that under the 


Civil Relief Act of 1940 “no provision is: 


made in the act for collecting from the 
insured the amount paid by the gov- 
ernment to the insurer.” This wire was 


‘quoted in a footnote in the opinion just 


given by the Supreme Court. 
One disturbing possibility is that the 
6-year statute of limitations might 


make it impossible for victims to get : 


back money wrongly taken from them 


by the Veterans Administration, un-_ 
less they brought suit within the ‘lim- - 


itation period. However, “class actions” 
were brought before the deadline in 
Washington, New York and California 
covering not only specified plaintiffs 
but all others similarly situated, and 
it is hoped that this will serve to cover 
anyone whose claim might otherwise 
have been outlawed by the limitations 
statute. 


If the suits should fail, a‘ natural 
move would be to seek Congressional 
action but there is not much optimism 
about the outcome. For one thing, only 
about 10,000 persons are involved—not 
much of a political pressure group. For 
another, such legislation might be re- 
garded as being for the benefit of a 
favored few, and hence politically un 
popular. 

The Veterans Administration has not 
released figures on the total amount 
it has collected and has been trying to 
collect as reimbursement for premiums 
advanced in excess of cash values. The 
total has been estimated at from a 
million dollars to $3 million. 

The government has 30 days in 
which to petition for reargument be- 
fore the Supreme Court but it is re- 
ported that only one such petition has 
been granted in the last seven years. 





Wood Unveils Plan to Elicit 
Names of NALU Candidates 
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Kansas, Louisiana, Missouri, Nebras- 
ka, New Mexico, Oklahoma, Texas. 

E. C. Schroder, New York Life, 125 
E. College avenue, Appleton, Wis.— 
Illinois, Indiana, Kentucky, Michigan, 
Minnesota, North Dakota, Ohio, South 
Dakota, West Virginia, Wisconsin. 

W. Merle Smith, Mutual of New 
York, Liberty Bank building, Buffalo— 
Connecticut, Delaware, Maine, Massa- 
chusetts, New Hampshire, New Jersey, 
New York, Pennsylvania, Rhode Is- 
land, Vermont. 

R. Edwin Wood, Phoenix Mutual 
Life, 111 Sutter street, San Francisco 
—Alaska, Arizona, California, Hawaii, 
Idaho, Montana, Nevada, Oregon, 
Utah, Washington, Wyoming. 








CHARLES M. PUCKETTE, 69, gen- 
eral manager of the Chattanooga 
Times, who died after an illness: of 
several months, was a brother of John 
E. Puckette, who for years held edito- 
rial posts on The Insurance Field, In- 
surance Index, and Insurance Record. 





% 


To Ask FTC to Reverse : 


Bankers L.&C. Decision 


Raymond L. Hays, counsel for the” 
FTC supporting Federal Trade Com.” 
mission complaint against Bankers Lif 
& Casualty, which was decided D 
27 by a hearing examiner in favor gf 
Bankers L.&C., has filed a notice gf” 
intention to appeal the decision. The 
appeal will be taken to the members of © 
the commission, and if they decide ty 
reverse the hearing examiner, it jy 
likely Bankers L.&C. will take the Case 
to U. S. district court. is 





Four Commissioners 


‘Named in Midwest 
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Charles R. Fischer. The legisla. 
ture had already met that year and’ 
as a result the appointment had to be’ 
confirmed within 30 days after the 
new legislature met. 7 


Vorys in Ohio 

COLUMBUS—Arthur I. Vorys, a) 
grandson of the first Ohio superin-§ 
tendent (1907), has been appointed by— 
Gov. O’Neill as insurance superinten. 
dent of Ohio. He is a member of the 
law firm of Vorys, Sater, Seymour & 
Pease, and succeeds R. E. Younger, 
who was appointed several weeks ago 
following the resignation of August} 
Pryatel to become a municipal judge 
at Cleveland. Mr. Younger, who isa 
deputy, was in for an interim appoint- 
ment. 

Mr. Vorys’ law firm is well known 
to insurance men, having represented 
insurance interests on many occasions, 

Webb Vorys, father of the new su- 
perintendent, is a director of Ohio 
Farmers, Western & Southern Life, 
and Credit Life of Springfield. Webb 
Vorys and Arthur Vorys were Frank- 
lin county managers of Gov. O’Neill’s 
campaign. 

U. S. Representative John Vorys is 
an uncle of the new superintendent. 
Kiehner Johnson has been ‘appointed 
new assistant superintendent. 





General of Seattle Group 
Enters Life Field 


(CONTINUED FROM PAGE 1) 
San Francisco, and Seattle. The Ca- 
nadian head office is in Vancouver, 
B.C., and the life facilities will be of- 
fered through them. 

General of Seattle group includes 
General of Seattle, General Casualty, 
First National, and SAFECO. 

‘Our reason for adding life insur- 
ance to our fire, auto, casualty, and 
marine facilities,” according to W. L. 
Campbell, president “is to supply our 
6,500 agents in the U.S. and Canada 
with complete insurance facilities. Our 
millions of policyholders can soon ob- 
tain complete insurance protection in 
one group of insurance companies, 
through one agent. The public is de- 
pending more and more on one insur- 
ance agent for complete protection in- 
cluding fire, auto, life and personal 
lines. 

President Campbell went on to say, 
“Our decision to organize General Life 
is the culmination of several years of 
research.” 

Experienced life insurance person- 
nel will be added to the present or- 
ganization. Consulting actuaries have 
been retained to advise the company 
on policy forms, rates and other ac- 
tuarial matters. 

General was founded in 1923 by H. 
K. Dent, now chairman. Total assets 
of the group are in excess of $200 mil- 
lion. Premium volume for 1956 was 
$115 million. 
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Winter Warning! 


If you catch a cold...and fever develops... 


go to bed and call your doctor right away. 


Fever warns of complications ...such as 
pneumonia, influenza and infections of 


the throat, ears and sinuses. 


Prompt treatment for these and other winter 
ailments may make the difference between 


a quick recovery and a lengthy, complicated illness. 


To help prevent a cold, stay away as much as possible 
from people who have colds; get plenty of sleep and rest; 
eat a well-balanced diet; avoid getting chilled, 


wet or overtired and try to avoid exposure to drafts. 








This advertisement is one of a continuing 
series sponsored by Metropolitan in the interest 
of our national health and welfare. It is appearing 
in two colors in magazines with a total circulation 
in excess of 31,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ 
Home Journal, Good Housekeeping, Redbook, 
Reader’s Digest, National Geographic. 


COPYRIGHT 1956—METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 





1 MADISON AVENUE, NEw York 10, N. Y. 

















“I tell you, Smithers . . . if you're going to continue to represent Provident Mutual, you'll have to overcome 
this strange reluctance to use the term ‘loved ones’ !”’ 


All too frequently, however, the pat phrase may 
miss—the stereotyped approach may fail. That’s 
why the Provident Mutual agent avoids them... 
devotes his time, his skill, his judgment and train- 
ing to the formulation of plans that are not only 


sound and workable, but imaginative and individ- 
ual as well. And he looks to his company for the 
coverages, the material and the cooperation to help 


him do that job. 
Provident Mutual agents do not look in vain. 


Provident Mutual 


Life Insurance Company of Philadelphia 





